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Sparks 


Brick by Brick 
The Big Push 
Coast Associations 
Bikes Again 


By 


Chris Sinsabaugh 


RICK BY BRICK Bill Holler 

has been laying the founda- 
tion for a selling organization 
that will survive for all time 
despite personnel changes. He’s 
been applying his mortar to this 
job ever since he took over as 
general sales manager some two 
and a half years ago, and the 
progress he has made was dem- 
onstrated to me at the meeting 
held here in Detroit on Wednes- 
day and Thursday of last week 
when the central office was host 
to the regional managers and 200 
of the leading dealers of the 
country, from coast to coast were 
brought in to be drilled for the 
spring selling campaign which is 
to start now with new vigor. 

* * * 

IT WOULD SEEM to me that 
Holler has his goal in sight, with 
a central office manned by major 
executives—the high command 
and a thoroughly trained field 
force looking after some 10,000 
dealers, who apparently leave no 
stone unturned to make sales of 
not only new cars and trucks, 
used vehicles of both types, but 
service, a major Chevrolet activ- 
ity which will be stressed harder 
than ever this year. 

+ + * 

HOLLER PREDICATES 
his campaign on the customer. 
“Never forget a customer—never 
let him forget you,” is his favorite 
slogan, so every time a Chevrolet 
is sold at retail—no matter where 
—the general sales manager 
writes a personal letter to the 
purchaser inviting criticism of 
the car. MHoller’s credo keeps 
’em satisfied and the wisdom of 
this slogan of his is borne out by 
sales reports which show that 
nearly half a million new cars 
and trucks and 700,000 used ve- 
hicles are reported to have been 
sold by Chevrolet dealers from 
announcement time in November 
through Apr. 1, Contact with 
the customers this way is re- 
flected in the sales, for the 
records are said to show that 65 
per cent of the sales are resales 
to Chevrolet owners. 

* * ak 

THAT MEETING last week 
was nothing more or less than a 
training school for the men who 
have to sell the product. They 
were not brought in to listen to 
ballyhoo about the new models— 
they came to listen to teacher, to 
learn scientific methods of selling 
and, most important of all, made 
to learn that their most valuable 
asset is customer contact, both 
sales and service. The first day 

(Continued on Page 6, Col, 3) 
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DamageReported 
Low; Demand Up 


For Cars, Trucks 


By BILL CALLAHAN, 
Managing Editor 

DETROIT.—Washout areas in 
Pennsylvania, Ohio, West Vir- 
ginia and throughout a large por- 
tion of New England, which were 
temporarily put out of the au- 
tomobile market, have fully re- 
sumed their place in the sun. 
While still engaged in rehabili- 
tation work, dealers in most of 
these areas who were forced to 
ask for a complete suspension of 
shipments, have not only asked 
that their schedules be reinstated, 
but have increased their orders 
above the normal volume. This 
report is generally concurred in 
by factory distribution managers. 

From much of the devastated 
area comes word that new car 
sales this summer will be better 
as the result of increased money 
spent for reconstruction and that 
truck demand will be increased 
as the result of the need for in- 
creased hauling equipment. 


From Wheeling, W. Va., one of | 
Mc- | 


the hard hit centers, R. N. 
Graw, a Chevrolet dealer, re- 
ports: “Approximately one-half 
of the dealers in this area were 
under water. Losses in some 
cases were substantial. We are 
all open again, with a great de- 
mand for new and _ especially 
used cars. Many cars were a 
total loss in the flood. 
“Factories are evidently under 


(Continued on Page 2, Col. 1) 


Auto Industry 
Cited in Fight 
On Taxing Plan 


(Special from ADN Washington Bureau) 

WASHINGTON. — The heavy 
artillery of American industry 
was unlimbered this week against 
the Administration’s tax program 
and one of the principal cannon- 
eers cited the experience of auto- 
mobile companies as an argument 
against the proposed taxing of 
undistributed corporate income. 
He was Noel Sargent, secretary 
of the National Assn. of Manu- 
facturers, who appeared before 
the House Ways and Means Com- 
mittee Thursday. 

After suggesting that Congress 
create a special commission to 
determine what changes are 
needed in present tax policies he 
branded the taxation of surpluses 
as “but a new share-the-wealth 
proposal in disguise,” and added: 

“The difficulty is that it would 
take the wealth of those who 
need it to build up new enter- 
prises. There are only three main 
sources of capital with which to 
carry on or expand business op- 

(Continued on Page 2, Col. 1) 








Spring Cleaning 


(An Editorial) 


Cs dates if nothing else herald the com- 
ing of spring. The proverbial time for cleaning 
house, which may be a throw back to the days when 
men holed in for the winter, is at hand. We would not 
urge dealers to become more godly through mere 
cleanliness, but we would like to call attention to the 


fact that cleanliness pays real profits. 


In this issue 


ADN presents some concrete facts to prove this point. 


Reports from dealers in various sections of the 
country lead us to believe that dealership cleanup 
and modernization can be accomplished without un- 
due expenditure and that investments in new equip- 
ment, and changes which make it easier for the 
customer to buy are soon returned in increased 
profits. Service and accessory sales rapidly are be- 
coming a more and more important part of the 


dealers stock in trade. 


Neat arrangement of service 


departments inspires confidence and invites buyers 


to return. 


Serve-your-self counters filled with items 


that suggest usefulness to the owner add many a 


tinkle to the cash till. 


We suggest that dealers give careful study to 
the experiences of other dealers recounted in this 
(Continued on Page 6, Col. 1) 


Auto Workers 


Earnings 


Increase Sharply in ’35 


DETROIT.—-The substantial im- 
provement in the earnings of 


automobile factory employes in | 


the past year was thrown into 
sharp relief today through pub- 
lication by the Department of 
Labor of a report covering the 
annual wages prevailing in 1934. 

Reports to the Automobile Man- 
ufacturers Assn. up 1935 earnings 


of individual factory workers em- | 


ployed at the peak indicate an 
annual wage averaging over $1,- 
250. In contrast, the Labor De- 
partment’s analysis for the pre- 


The Top Ten 
Passenger Cars 

| First Ten in Registrations 
| for 48 States in February 
as Reported in ADN Today 
1936 1935 
Pos. Make Pos. 
1—111,608 Chev. 54,378— 2 
89,646 Ford 106,643— 
51,004 Plym. 49,567— 
24,696 Dodge 19,419— 
5— 19,677 Olds. 13,063— 
6— 16,329 Pont. 14,193— 
7— 14,994 Buick 17,607— 
8— 11,028 Huds.* 8,512— 7 
9— 6514 Stude. 4,686— 9 
10— 6039 Chrys. 4,420—10 


"Includes Terraplane. 


Total All Makes 


372,649 294,908 
See Total Registrations ‘o Date, 1936- 
1935, pages 24 and 25, this issue. 
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ceding year gives $941 as the 
comparable figure for 1934. 

Internal records of the auto- 
in- 
crease of 28 to 30 per cent in all 
individual workers’ annual earn- 
ings between the two years. 


The Department of Labor study 
calls attention to the fact that 
1934 was a year of extreme ir- 
regularity of employment in the 
automobile industry. 

This was in part the product 
of work-sharing policies then in 
effect. In 1935, the automobile 
manufacturers’ long-planned sta- 
bilization program became effec- 
tive, bearing fruit in the improved 
annual earning cited above. 

Despite the marked irregular- 
ity of work in 1934, the Depart- 


| ment of Labor found that one- 
|third of 
| earnings 


the employes whose 
were studied actually 


worked 50 or 52 weeks. The 


| wages of this group, when aver- 


aged, amounted to $1,240 each. 
No strictly comparable compu- 

tation has been made for 1935, 

but the weekly average earnings 


| for the industry, as reported by 


the Bureau of Labor Statistics, 
that the average for 
those who received full time em- 
ployment last year was not less 
than $1,400. 

The Labor Department study 
appears in the Monthly Labor 
Review for March, just off the 
press. 


$6 Per Year, 10c Per Copy 


‘NADA POST GOES TO BENSON 


Sales Boom in Flood Area 


o—— 


Finance Group 
Joins In Dealer 
Profit Survey 


Fact Finding Central 
Bureau to Study 
Retail Sales 


ST.. LOUIS. — Establish- 
ment of the Automobile 
Dealers’ Research Founda- 
tion was announced here to- 
day by the National Auto- 


mobile Dealers’ Assn. executive 
committee concurrently with the 
news that Arnon N. Benson has 
been named assistant to Presi- 
dent E. M. Lied, succeeding the 
late J. E. A. (Jack) Frost. M. E. 
Peters, Frost’s assistant, was of- 
fered the position as assistant to 
Lied, but declared he would re- 
tire to return to the commercial 
field. 

Establishment of the Automo- 
bile Dealers’ Research Founda- 
tion, a central fact finding agency 
for the automobile retail trade, 
was announced by the NADA 
executive committee. The founda- 
tion, it was explained, is a non- 
profit corporation jointly spon- 
sored by the American Finance 
Conference, composed of inde- 
pendent finance companies, and 
NADA. 

The purpose of the new found- 
ation, it was declared, is to gather 
facts concerning operations of 
automobile dealers and to analyze 
and disseminate those facts for 
the benefit of the industry. 

Management of the foundation 
will be placed in the hands of a 
board of directors, one-half to be 
appointed by each association and 
one neutral director to be ap- 
pointed by the board. 

The American Finance Confer- 
ence and independent finance 
companies, it was asserted, have 
endorsed the program adopted by 
the NADA last January. One of 
their activities will be to co- 
operate in gathering trade sur- 
veys from dealers for use in de- 
veloping trade facts. 


Chicago ae 
Will Be Held 
Nov. 14 to 21 


CHICAGO.—The week of Nov. 
14 to 21, inclusive, will be the time 
and the International Amphi- 
theatre the place for Chicago’s 
37th annual automobile show, it 
was made known this week by 
K. K. Kenderdine, president of 
the Chicago Automobile Trade 
Assn., which will again stage the 
exposition, as it did in the case of 
the past two events. 

Kenderdine also announced that 
H. T. Hollingshead, president of 
Nash Sales, Inc., has been ap- 
pointed as chairman of the show 
committee, and that A. C. Faeh, 
general manager of the CATA, 
has been named as show man- 


(Continued on Page 8, Col. 5) 





(C ontinued from Page 1) 


the impression that the demand 
in the flood area will be below 
normal, 
true. 
agencies 
rehabilitation and wages 
building trades have been in- 
creased 30 per cent, with a short- 
age of labor existing since the 
flood. Factories can best aid 
dealers in the flood area by fur- 
nishing plenty of automobiles for 
the immediate market.” 

And then from Cincinnati 
hear: 

“Business in Cincinnati was 
not affected by the flood. Three 
small dealers moved used cars to 
higher ground. The trouble has 
not affected the automobile in- 
dustry directly. The business dis- 
trict in Cincinnati was _ not 
touched by water except with 
back water up from a _ small 
stream and this affected only 


States and government 
are sending funds for 


we 


very lowest type living quarters | 


and class of people not buyers of 
automobiles. Generally speaking, 
business of all kinds in Cincin- 
nati was not affected by the flood 
in any sense of the word except 
by scarehead publicity in news- 
papers outside of Cincinnati.” 
J. W. Tarbill. 

And Washington, D. C., reports: 


“Cannot see where flood damage | 
in this | 


retail sales 
Stanley H. Horner, Inc. 


will affect 
area.” 


Louisville, Ky., comes in with: | 
“No flood damage here, just high | 
No reconstruction neces- | 


water. 
sary.” 
From up 
“Flood damage 
negligible. 
affect car sales one way or an- 
other. Only a 
and a little overflow in low places 
affecting some of the 
buildings.”——-C. L. Holt. 


Auto Industry 
Cited in Fight 


J. R. Weir. 
north the word 
in 


is: 


On Taxing Plan 


| a 


from Page 1) 
provide jobs 


(Continued 
erations that 
our national income. 
re-investment, or 
into industry the funds earned 


by industry; the raising of money | 
by security issues, the borrowing | 


of money from banks. 

“A recent analysis of the auto- 
motive industry reveals that in 
1926 79 per cent of the tangible 
invested assets of eight leading 
automobile companies came from 
re-investment out of the _ sur- 
pluses of the corporations them- 
selves. The most striking instance 
was the Ford Motor Co. with 
$40,000 capital which was _ in- 
creased to $694,000,000 merely by 
plowing profits back into busi- 
meme... s 

“IT imagine that no member of 
this committee believes that if 
these undistributed profits had 
been heavily taxed because of 
non-distribution as dividends the 
automobile industry, 
employment mainstays through 
the depression, would have grown 
to the extent that it has.” 


H. H. Shuart Will Develop | 


| trucking would be limited to be- 


Auto Exhibit at Cleveland 
CLEVELAND. —H. H. Shuart, 


veteran director of the Detroit | 


Auto Show, has been called in to 
assist in developing a comprehen- 
sive display for the automotive 
industry at the Great Lakes Ex- 
position which is to be held here 
this summer to celebrate 
centennial of the city. 


The central location and most | 


outstanding building in the expo- 


sition have been accorded the | 


automotive industry as befits its | plant of the Holmes Mfg. 


leadership of the industrial life 
of the Great Lakes region. A 
modern structure 540 feet in 





Minneapolis | 
Do not believe it will | 


few bridges out} 


poorer | 


and | 
They are| 
plowing back | 


one of our | 





the 
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Flood Areas Show Sharp _ Revival in Demand | 


Car Truck Sales Soar 
With Outlook Promising| 


length and 220 feet wide is now 
being erected for automotive dis- 


but the exact opposite is | plays. 


Large exhibition space in the 


automotive building has already | 


Motor Co., Standard Oil Co. of 


Ohio, White Motor Co., 


nearing completion. 
During the 100 days that the 


exposition will run, Cleveland will | 


continually be host to national 
conventions, among them is in- 
cluded the American Legion | 
which convenes in September. 


AMA Launches 
Drive Against 


WASHINGTON. — The 


nation-wide move- 
a “repossession 


launched a 
ment against 


racket which has victimized hun- | 


dreds of thousands of motorists.” 
Chiselers and small-time 
eteers, it 
advantage of the ease with which 
an automobile can be repossessed 
for failure to meet payments “and 
have extended it from a set of 
second-hand tires to worn-out 
radios purchased in back alleys.” 

“Automobile dealers have the 
right, of course,” the AAA con- 
tinued, “to repossess cars when 
the buyers fail to keep up pay- 
ments, and on the whole the le- 


gitimate agencies have sought to} 


co-operate with the buyers. On 
the other hand, few jurisdictions 
have given proper consideration 
to the rights of the motorist. He 
may have a car worth 
be $50 short of complete pay- 
ment and one day behind. In 
many instances and without even 
the formality of a telephone call, 


the car may be taken from curb} 


or garage, while as a general rule 
heavy repossession fee is 
charged and the whole debt liqui- 
dated before the vehicle is re- 
stored to the purchaser. 

“As long as the possibilities of 


Willard | 
Storage Battery Co., while plans | 
for outstanding displays by other | 
leaders in the industry are fast | 


$600 and | 


abuse were confined to the deal- | 


ers, the situation was not so bad, 


but chiselers were quick to sense | 


a profitable racket—tires, radios 
and even second-hand furniture 
and equipment sold on time with 
a lien on the automobile as se- 
curity; cars often picked up with- 
out warning by a horde of re- 
possession agents and recovery 
itself costing more than the 
original purchase, with the pick- 
up experts working overtime on 
commission.” 


Seek An Adjustment 


Of Truck Rail Lines 


LINCOLN, Neb.—Chairman 
Hugh H. Drake of the Nebraska 
railway commission is working 
out a plan for co-ordination of 
motor truck and railroad systems 


so that trucks will dominate the | 


short haul business and the rail- 

roads the long haul traffic. 
“Rates should be adjusted,” he 

said, “so that the general field of 


tween 150 and 200 miles. Because 
of rates and classifications of 
freight, sometimes a truck can 
haul goods 500 miles cheaper 


| than the railroad, while the rail- 


road tries to compete with trucks 
in 25- and 50-mile hauls.” 


Buy Plant 


SHELTON, Conn. The Kane 
Products Co., Long Island City, N. 
Y., manufacturer of automobile car- 
buretors, has purchased the former 
Co. here. 
100 will be employed when 
it is under- 


About 
operations are started, 
stood. 


| 


| group 


in th: | been contracted for by the Ford | & 


Cleveland run. 
capacity load of 400 automobiles. 





Essential 


DETROIT. 


Ameri- | 
can Automobile Assn. this week | 


Studies 


|}ing the changing buying habits 
of American families, have de- 


| veloped new evidence on the es- | 
rack- | 
declared, have taken | 


sential role of the automobile in 
modern living. 
The first findings, 


a detailed analysis of expendi- 


Bermuda Trip 
Prize to Winners 


DETROIT.—W. A. Mortensen 
| president of the Aaron De Roy 
Motors Co., distributors of Hud- 
son and Terraplane cars, is stag- 
ing a summer vacation trip to 
Bermuda for 15 of his dealers 
whose sales between Mar. 15 and 
July 15 in the contest for points 
on new car sales reach the high- 
est totals. Eighty-two dealers in 
the Aaron De Roy organization 


have already started in the con-| 


test by applying for the best lo- 
cations on the boat which will 
| take them on the 12-day trip, 
| with all expenses paid. 


All the dealers in the organi- | 


zation have been placed in two 
groups, based on past sales per- 
formance. The dealerships in each 
are placed on an equal 
basis to qualify, but to win a 
ticket for the trip a certain num- 
ber of points will be credited on 
each Hudson or Terraplane car 
actually delivered at retail to a 
buyer. 
highest number of points win in 
each group. To make the con- 


seven dealers in the greatest vol- 
ume group can qualify, five 
| the secondary group and three 
| in the lower group, with each 
group placed on a basis of defi- 
nite points. Commercial cars are 
also included in the contest. 


OLD MAN WINTER loosens his grip on the Great Lakes. 
| automobile freighter had the honor of being the first boat of the 
season to brave the shifting ice floes of Lake Erie on the Detroit- 
Its deck is being loaded with De Soto cars, part of a 


contained in | 


»| declined 


The dealers scoring the| 


test fair to each dealer group | 


in | 


This 


Investigation Shows Car 
Repossessions | 


tures during 1933 and 1934, by 
1,134 families of wage earners 
and lower-salaried clerical work- 
ers in eleven New Hampshire 
cities, show that during this 
period 45 per cent of these fami- 
| lies owned automobiles. 

The study appears in the cur- 
rent 
Monthly Labor Review. 





| 


} shipments 


to Modern Life 


by the | 
'U. S. Department of Labor, trac- | 





issue of the department’s | 


One of the facts developed was | 


that in the lower 
of the families surveyed, 
automobile ownership was as 
high as 50 per cent in the smaller 
| cities and that this proportion 
as the size of city in- 


income portion 


creased. 
that the increased need for auto- 
| mobiles in semi-rural areas where 
public conveyance service is lim- 
ited. In the higher income group, 
| car ownership was 
of community size, running 50 to 
60 per cent. 
The families studied were di- 
vided into lower and upper in- 
come groups. In the lowest bracket | 
more than 90 per cent of the cars 
purchased during the period were 
| used machines. In the higher 
bracket covered by this study, 
more than a quarter of all cars | 
purchased were new. 


the | 


The article pointed out | 


independent | 


| 


All of the families studied had | 


modest incomes. The 


highest | 


| group in the survey had an aver- | 


age total revenue 
ployed members of the family 
totaling $1,476. The lowest had 
an average of $1,137. Expendi- 
tures for transportation of all 


per cent of total family outlays. 


At Capacity 


GADSDEN, Ala. — 
1,000 operatives are now employed 
at the Gadsden plant of the Good- 
year Tire & Rubber Co., with a 
weekly payroll of about $22,000, it 
is learned. Officials said the plant 
is operating almost at capacity. 





Pontiac, and C. P. 





THREE TOPS IN TOP HATS are left to right: Don Bathrick, 
Pontiac eastern sales chief; Chief Harry J. Klingler, president of 
(Tex) Simpson, general sales manager at the 
Pontiac banquet in Detroit Thursday night. 


sorts averaged from 3.7 to 10.7} 


- Approximately | 


from all em-| 





Packard Sales 
Have Best Mar. 
In Co.’ s History 


DETROIT. Both deliveries to 
purchasers and _ shipments of 
Packard cars during March ex- 
ceeded those of any other March 
in the history of the company, 
say officials. Production sched- 
ules for April call for the man- 
ufacture of the greatest number 
of cars Packard has ever turned 
out in any one month. 

“Our March deliveries,” said M. 
M. Gilman, vice-president and 
general manager, “were one-third 
greater than we had anticipated 
and exceeded those of any other 
one month since we _ started 
building the ‘120.’ They totaled 
6,785 cars. The biggest previous 
March, in point of deliveries, was 
in 1929, when we delivered 5,377 
cars. Our shipments last month 
were 6,779. This compares with 
of 4,428 in March, 
1928, our biggest previous March 
in shipments. 

“While we considered Febru- 
ary was a good month, adverse 
weather conditions being taken 
into account, our deliveries in 
March exceeded those of Febru- 
ary 100 per cent. Shipments also 
were more than 2,000 greater. 

“Unfilled orders from distribu- 
tors on Apr. 1 totaled 7,500 and 
we are continuing to receive or- 
ders in volume greater than the 
number of cars we are manufac- 
turing. We have had to increase 
our April production schedules 
to 8,000 cars. This would exceed 
the production of any one month 
in the history of the company. 
Our best previous month was Oc- 
tober, 1935, when we _ shipped 
7,039 cars.” 


Zephyr Sales 
Reach New High 


DETROIT.— Retail 
V-12 Lincoln-Zephyrs in the U. S. 
reached a new high for 1936 in 


deliveries of 


the second 10-day period of 
March, says the Ford Motor Co. 
The total for the period was 424 
cars, exceeding any other 10-day 
period this year. 

Production of Lincoln-Zephyr 
cars at the Lincoln plant in De- 
troit has been raised to a level 
permitting reasonably prompt de- 
livery, it was stated. 


Studebaker Sales 
Gain 65 Per Cent 


SOUTH BEND.—Retail 
eries of Studebaker cars 


deliv- 
and 


| trucks totaled 3,803 for the first 


20 days of March, compared with 
2,298 in the corresponding period 
of 1935, according to President 
Paul G. Hoffman. This is an in- 
crease of 65 per cent as against 
an increase of 49 per cent for the 
year to date. 


Reo Arranges 6% 
Plan for Trucks 


LANSING.—Arrangements have 
been complete with the C. I. T. 
Corp. to provide a 6 per cent fi- 
nance plan for retail buyers of 
Reo Speedwagons and trucks. 

The increased purchases as a 
result of the 6 per cent passen- 
ger car financing plan prompted 
the company to make arrange- 
ments for the same type of plan 
for truck equipment, it is re- 
ported. 


Crump Has New Post 

DETROIT. - Albert V. Crump, 
formerly with Briggs Mfg. Co., and 
Graham-Paige Motor Co., is now a 
member of the engineering division 
of Ackerman - Blaesser - Fezzey, Inc., 
Detroit, who specializes in the manu- 
facture of the “Common-Sense” line 
of auto window regulators and con- 
cealed hinges. 





Scope of Motor Carrier Act - 


WILLIAM ULLMAN 


By 


WASHINGTON.—With the Mo- 
tor Carrier Act regulating inter- 
state bus and 
going into full 
there has arisen apprehension in 
some quarters that the event 
represents the entering wedge for 
Federal control of all motor ve- 
hicle traffic, 
passenger transporation. 


The purported basis for such | 
fear is a section of the act which | 


makes it the duty of the Inter- 
state Commerce Commission “to 
establish for private carriers of 
property by motor vehicle, if need 


therefor is found, reasonable re- | 


quirements to promote safety of 
operation, and to that end pre- 
scribe qualifications and maxi- 
mum hours of service of em- 
ployes, and standards of equip- 
ment.” 
Would Limit Scope 

In discounting the 
of efforts by the federal govern- 
ment to extend its authority over 
all motor traffic, spokesmen of 


the motor industry point to the | 
“if need therefor is found.” | 


. -> 
These words alone make investi-| * : 
| tive Engineers, announces that a 


| testimonial dinner-dance in honor | 


words 


gation of the subject a prerequi- 
site to any action and months of 
inquiry would be necessary. Ac- 
cordingly, they assert, the chance 


of federal interference with mo-| 
already | 


tordom beyond the duties 
established in respect to buses 
and trucks is remote. 


Indeed, Federal Co-ordinator of | 


Transportation Joseph B. East- 
man recently declared that the 
ICC prefers to limit the scope of 
the motor carrier act rather than 
increase it. He said: 


“The commission has no desire | 
to strain the law in any effort to} 
extend the scope of its jurisdic- | 
it would | 


tion. On the contrary, 
rather strain it the other way, 
that were permissable. 
we shall have our hands full with 
the 


if 


essary. 
No Reason for Alarm 


“IT have heard suggestions that | 
intent to | 
| Co. exceeded those of any previ- 


we have some malign 
assert authority over what the 
act calls ‘private carriers of prop- 
erty by motor vehicle,’ extending 
beyond the jurisdiction which we 


plainly have over such carriers | 


with respect to safety matters. I 
know of no such intent. 
be necessary to make sure that 
those who are, in actual effect, 
common carriers or contract : car- 


Engineers Will Visit Plants 
During SAE Production Meet 


DETROIT .—The production 
engineering activity of the So- 
ciety of Automotive Engineers 
has scheduled the 1936 SAE pro- 
duction meeting to be held in 
Detroit Apr. 21 to 24. The un- 
usual feature of this meeting is 
that it is a combination of tech- 
nical sessions and tours through 
several of the most interesting 
production plants in Detroit. 
Technical sessions have been 
scheduled at several of these 
plants, thus affording an oppor- 
tunity to discuss materials and 
processes that will be seen in 
actual production. By special ar- 
rangement the last day of the 
meeting will be spent at Green- 
field Village and Ford Museum 
and the afternoon will be de- 
voted to visiting the Ford foundry 
and glass works with a technical 
session immediately afterwards 
on safety glass. 

The meeting will be under the 
auspices of the production en- 
gineering activity of the society, 


truck operation | 
effect this week | 


including private | 


imminence | 





At best, | 
regulation of motor carriers | 


and there is no point in reaching | 
out for troubles which are unnec- | 


It may | 





| Corp.; 
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Eastman Denies U.S. Intends to Control Private Cars 
Says ICC Prefers to Limit , 


riers of property do not escape 
control by assuming the mere dis- | 
guise of private carrier, but the 
bonafide private carriers have no 
reason to view such a possibility 
with alarm.” 


Rules Still Unknown 

The statement has been made | 
that a huge number of trucks, | 
buses and trailers now traversing 
highways of the United States are 
not able to meet the safety re- 
quirements of federal regulations 
which are being prepared. These | 
regulations are not to be promul- 
gated for several months, accord- 


here, and it is not known posi- 


tively, accordingly, what the re- 
quirements finally will be. 


New York SAE 
Plans to Fete 
Rickenbacker | 


NEW YORK.—The metropoli- | 


ing to best information a 
| 
| 
ps 
| 

| 


tan section, Society of Automo- | 


of Capt. Edward V. Rickenbacker | 


will be held Friday evening, May | 
1, 
Hotel Waldorf-Astoria. 

The honorary committee 
composed of General John 
Pershing, chairman; 
Lehman, governor of New York; 


is 


in the Grand Ballroom of the | 
| dent, has 


at 
Herbert H. | 


| 


Fiorella H. LaGuardia, mayor of | 


New York City; Frank M. An- 
drews, Vincent Bendix, Ernest R. 


| Breech, Walter P. Chrysler, Don- 
Edsel Ford, Law- | 


ald W. Douglas, 
rence P. Fisher, Edgar S. Correll, 
Glen L. Martin, 
Alfred P. Sloan 
Vaughen. 


and Guy W. 


Nash Reaches 
Greatest Volume 


Since Mar., 1930) 


KENOSHA, Wis.—March ship- | 
ments of cars by the Nash Motors | 


ous month since June, 1934, and 
represented the company’s great- | 
est volume in March since 1930, it 
was learned at the factory this 
week. 

March orders totaled 9,864 cars, 
with highly favorable indications | 
for the coming spring and sum- 
mer, officials 1 said. 


of which K. L. Herrmann, Ban- | 
tam Ball Bearing Co., is chair- 
man, and V. P. Rumely, Hudson | 
Motor Car Co., is vice-chairman. | 
Herrmann is also the society’s | 
vice-president in charge of pro- | 
duction engineering. Rumely is 
past vice-president of this activ- 
ity. Chairman W. B. Hurley, 
Detroit Edison Co.; 
General Spring Bumper Co.; P.| 
W. Fassler, Fassler Welding Ma- | 
chine Co.; J. Geschelin, Chilton 
Co.; R. R. Keith, J. I. Case Co.; 
W. H. McCoy, General Motors | 
V. P. Rumely and D. A. 
Wallace, vice-president, Chrysler 
Corp., constitute the production | 
meetings committee that is di- | 
rectly responsible for the pro- 
gram. 

The production meetings com- | 
mittee has taken particular care | 
to arrange the program for this | 
meeting so as to make available 
the latest and most valuable in- 
formation on each of the topics 
to be discussed. 





| over the 


Igor Sikorsky, schedule 


cars. 


Buick Bowste 


TWO FINAL INSPECTION lines were put in 
third boost in production schedules within 30 days went into effect. The second line was added to facil- 


itate this important phase of final assembly and gear production to April requirements of nearly 17,000 


ut Pea 
4 
Py al 


operation at the 


Pradastion 


3 


Bi. 


Buick Motor Co. this week as the 


‘Chicago Show 
ill Be Held 


To New High Level for 1936 “iN Be Meld 


FLINT.—Heavy retail 
for Buicks has caused a_ boost 
in projected output of the com- 
pany for April with the result 
that the month will see a new 
1936 production peak of 16,654 
units, Harlow H. Curtice, presi- 
announced. 

The new production rate, Cur- 
tice said, is an increase of ap- 
proximately 2,000 cars over that 
originally planned for the month 
and represents a similar gain 
March volume, which 
had twice been increased to meet 
the requirements of the field. 

Notwithstanding a heavy March 
of 14,829 units, includ- 
ing Canadian shipments, the com- 


| pany went into April with more 


| than 


10,000 unfilled orders, the 


| heaviest backlog of business since 
| the period immediately following 


| than twice 


the announcement of new models 
last fall. 

Curtice said the projected April 
manufacturing schedule includes 
substantial increases in both 
domestic and export output be- 
sides production for Canadian 
shipment. He indicated further 
increases would be necessary to 
fulfill added export requirements. 
“The turn of spring business 

fulfilling our best expecta- 
tions,” Curtice said. “There has 
been an upturn since the latter 
part of February which in Buick’s 
case has been more than sea- 
sonal. We are building more 
as Many cars as at 
this time a year ago while our 
sales are in excess of this ratio. 
The unusual sales increase of 
the past 30 days indicates a very 
satisfactory Buick spring volume 


is 


| this year.” 
The increased April output will 


D. S. Devor, | 


demand 


Co-Lubes 





necessitate 
in several of the production di- 
visions, notably in the final 
sembly plant where two shifts 
will be operating five days a 
week on a seven and 
hour basis. All plants of the 
company have been on a five-day 
week since early in March, pro- 
duction gains having been met 
by lengthening the shorter shifts 
on which some: departments were 
working. 

The April output of 16,654 com- 
pares with a peak of 1936 model 
production established in October 
when 17,168 cars were produced 
and shipped during the month 
following the 1936 model intro- 
duction. 


Extravagant 
Claims Silenced by ICC 
WASHINGTON. Upon 

initiative of the Federal Trade 

Commission the Gracon Mfg. Co., 

of St. Louis, has signed a stipu- 

lation to discontinue advertising 
that its product, “Co-Lubes,” 
fered as a graphite lubricant for 
motors, increases speed of au- 
tomobiles 20 per cent and assures 

20 to 75 per cent savings in gas 

and oil mileage. The company | 

will also stop claiming 

Lubes” will save repair bills and | 

improve motors and that it will 

cause motors to have good lubri- 
cation after running 4,000 miles 
without change of oil. The re- 
spondent also will cease repre- | 


senting that agents selling “Co: | 


Lubes” can earn “up to $40 daily” 
or other exaggerated amounts, 
the commission stated. 


| 
| 


lengthening of shifts | 


as- | 


one-half | 


the | 


of- | 


“Co- | 


(Continued from Page 1) 
ager. They are largely responsi- 
ble for the fact that the affair 
last fall set a new high in auto- 
mobile show annals for attend- 
ance and sales. 

For the first time in history, 
the Chicago show will open right 
on the heels of the one in New 
York, which will make its bow on 
Nov. 11, only three days before 
the show here. In the past, two 
to three weeks have separated 
the inaugurals. The interim this 
year is impossible, due to the fact 
that the amphitheatre, the only 
logical place to hold the Chicago 
show, is otherwise engaged on a 
non-cancellable basis on later 
dates. Mid-December or January 
could be secured, but such dates 
are deemed impractical. 

The show planning machinery 
here has already been set in 
motion. 


Road Builders 
Meet in Capital 
April 15, 16, 17 


ADN Wash ngton Bureau) 
The Ameri- 


| (Special from 
WASHINGTON. 
ean Road Builders’ Assn., an- 
nounced this week that its an- 
nual meeting will be held here 
April 15, 16 and 17 with inaugu- 
| ration of new officers as the high 
|spot of the gathering. Business 
| sessions will be held by the di- 
| rectors and the boards of the fol- 
| lowing divisions: Manufacturers, 
city officials, county highway of- 
| ficers, engineers and officials, and 
| highway contractors. Headquart- 
| ers for the meeting will be the 
Willard Hotel. ; - 
| Col. Willard T. Chevalier, vice- 
| president of McGraw-Hill Pub- 
| lishing Co., will be the new 
| president of the association, suc- 
| ceeding William P. McDonald, 
president of Wm. P. McDonald 
| Construction Co., Flushing, N. Y. 
It is expected 200 leaders of the 
highway industry and profession 


| will attend the annual meeting, 


the business sessions of which 


| will be devoted to discussion of 


plans and policies for the year 
|ahead with particular emphasis 


| upon procedure for carrying out 


| way Development 


i 
| 


SERVE YOURSELF counters at the entrance to the shop and 
service department of the William L. Hughson Co., Ford dealer at 
San Francisco and Los Angeles, improve the appearance of the 
entrance and result in increased parts and accessory sales. “I recom- 


| mend this set-up very highly,” says Hughson. 


| the Platform for American High- 
adopted by 


| ARBA at Cleveland last January. 


Demands Bright Lights 

TALLAHASSEE, Fla.— lwenty - 
one persons have been killed on 
state highways within two years 
while driving animal-drawn vehicles 
without lights, according to Asher 
Frank, Florida safety director. 

“Every community should have 
| ordinances passed against lightless 
| wagons and buggies for humanity’s 
| sake,” Frank declared. 





New Program 


Joint Fact Finding Bureau 


ADN’S 


profit possibilities of various 
approve this program? 

If the Inquiring Reporter’s 
you, your comment would be 
your views on this question. 


Inquiring Reporter This Week Asked 


The Following Question: 

NADA today announced it had established a fact finding 
bureau in co-operation with the American Finance Confer- 
ence composed of independent finance companies. 
finding bureau will compile data from dealers showing the 
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N ADA and F inance Co’ S to Survey Dealer Prof its 


1 Involves Big 


This fact 
makes of new cars. Do you 


query did not get around to 
appreciated. Please write us 








DETROIT.—A new program for 
gathering facts concerning the 
operations of automobile dealers 

and analyzing 
and disseminat- 
ing the facts 
thus obtained 
for the benefit 
of the industry, 
has been an- 
nounced by the 
National Auto- 
mobile Dealers’ 
Assn. executive 
committee. 
Under the new 
plan, the Auto- 
mobile Dealers’ 
Research 
Foundation, an 
agency sponsored jointly by the 
NADA and the American Finance 
Conference, composed of inde- 
pendent finance companies, will 
set up a bureau for finding out 
all about the dealer situation 
throughout the country. 


When the facts have been gath- | 


ered, the proponents of the new 
plan say, the Foundation will 
analyze and disseminate them 
for the good of the industry. 


Control of the new fact find- 
ing agency is equally divided in 
a board of directors, one-half of 
which is to be appointed by each 
association and one neutral 
rector who is to be selected by 
the board. 

ADN’s Inquiring Reporter this 
week queried some of the lead- 
ing dealers in widely separated | 
sections of the country to dis- 
cover if they approve of 
move to gather data from deal- 


ers which can be used to develop 


trade facts. 
* * + 
K. K. Kenderdine, 
Buick-Pontiac Co., Buick-Pontiac, 
Chicago: “While not 
with the plan of NADA and in- 
dependent finance companies, I 
certainly believe that something 
must be done to improve the 
profit possibilities for automobile 
dealers. Little if any progress 
has been made in that direction, 


| ness that yields a $10 profit, no 


di- | 


and I hardly need add that the 
crux of the situation is used car 
losses.” 

* * * 


B. G. Sykes, Bird-Sykes Co., 
Graham, Chicago: “In my opin- 
ion, both factories and dealers 
are at fault where profit is lack- 
ing. Competition among factor- 
ies has resulted in too many 
dealers on the popular lines and 
no territory protection for deal- 
ers. As for the dealers, most of 
them are too willing to take busi- 


profit at all, or a loss, if need be, 
to land the order. The best plan 
would be one that eliminates 
these evils.” 

* * * 

James F. Goodwin, James F. | 
Goodwin, Inc., Dodge-Plymouth, | 
Chicago: “I believe in dealers | 
working direct with their factor- 





ies in ironing out difficulties. 
That’s the way we do through 


|our local dealer association and 
district factory headquarters. We | 


find it highly satisfactory. De- 
trary, I believe the factories have 
|a co-operative spirit with their 
| dealers. 
profit, it is their own fault. They 
punch in their merchandising ef- 
forts. 





this | 


Northwest- | 


familiar | 


| ened up and in step with modern 
| conditions.” 
* * « 


John Smith, John 
Smith Co., 


| let: 


president 


in reports sent in. 
and bad in every manufacturer’s 


organization and what we need | 


is fewer but better dealers. Do 
not think publication will effect 
credit standing one way or 
other.” 

* ” * 

Al Duteau, Duteau Chevrolet 
Co., Lincoln, Nebr.: “General Mo- 
| tors factory-dealer relationship is 
| as unified a partnership as one 

could expect to get, I think. This 





Denver Car Sales Register 


Increases Over March 1935. 


DENVER.—Automobile sales— 
one of the most authentic ba- 
rometers of economic conditions 
—have continued to register in- 
creases during the past week 
over the same period a year ago. 


Dealers and distributors here at- | 


tribute this increase to increased 
employment in Denver, to better 
wages, to increased security and 
the willingness of residents to 
“loosen up” their purse strings 
for things which the depression 
years had put beyond 
reach. 

It 


Nash Motors Co., this city, that 


business this spring and summer | 


will show a very nice increase 
over business done during the 
same seasons in 1935. He reports 
that he finds business conditions 
in Denver and other parts of the 
state excellent with business men 


their 


is the opinion of Otis L. | 
Larson, president of the Larson- | 


enthusiastic with complete con- 
fidence in the future. 

During the week the General 
Motors Corp. products show was 
held in the Denver auditorium, 
which was attended by thousands 
of people. This event served to 
stir up interest in the automobile 
and has had its effect in helping 
boost sales. 

Not only is the sale of new 
passenger cars good, but truck 
sales are also up and used cars 
are in good demand. 

A majority of dealers report 
stocks of used cars greater just 
now than is usually the case at 
this season, but that fact is due 
to the fact that new models came 
on the market last fall and the 
sale of new cars started sooner 
than is the custom. Newspaper 
space and radio advertising is 


spite what we hear to the con- | 


And when dealers fail | 
to do enough business or make | 
take bad deals or lack the proper | 


We have to keep smart- | 


| good. 





being used by local dealers to 





speed up the sale of used cars. 





PLYMOUTH’S WESTCHESTER, on the de luxe chassis, features 
an aisle down the right side of the rear compartment to free pas- 
senger from climbing over the center seat. Center and rear seats are 
removable to accommodate luggage and extra capacity is available 


by lowering the tailgate. 


Adjustable curtains or safety glass are 


optional for rear } compartment windows. 


Used Car Stocks Display — 
Little Change at Capital 


WASHINGTON.—Little change 
is shown in the used car situation 
here, according to a report of all 
members of the Washington Au- 
tomotive Trades Assn. Both sales 
and stocks showed small drops. 

At the close of February, there 
were 4,508 units on hand, a 45 to 
60-day stock, and about normal 
at this time. 

Stocks and sales of various 
models follow: 

Model Stock 
1928 or older 288 


% 
6.4 
14.7 
19.5 
15.6 
15.7 
10.4 
11.3 


Sales % 
247 9.6 
338 
340 
425 
285 
264 
371 
2 280 
2 $31 
4,508* 2,581 
*Forty-five to 60-day stock (normal) 
**More than 60-day stock (abnormal). 


16.3 
11.1 


1.3 


applies especially to Chevrolet. 
Our factory has co-operated so 
well with us that Chevrolet deal- 
ers face no necessity of trying to 
force factory co-operation, altho 
there probably are dealers out- 
side the General Motors lines 


| who would profit from proposed 
Atlanta, Ga., Chevro- | 
“Do not think publication of | 
gross profit data will prove ef- | 
| fective, due to lack of uniformity | 
Good dealers | 


NADA survey. 

“We operate mainly through 
General Motors finance and 
NADA can get any information 
desired on General Motors lines 
from that organization, I am 
sure. In fact, NADA should be 
able to get their information at 
the Detroit source on most lines 


| of cars. 


“Chevrolet dealers are feeling 
For example, out of 330 
motor vehicles registered in this 
county last month, we accounted 
for 118. Same in other communi- 
ties. General Motors would be 
automatically eliminated from 
proposed NADA project. Don’t 
think proposed move would hurt 
credit of dealers.” 
*” aa ” 

Earl Hamilton, Hamilton Mo- 
tors, Packard, Lincoln, 
“From standpoint of dealers col- 
lectively, proposed NADA work 
should be _ beneficial. Lots of 
room for improvement in fac- 
tory-dealer relations. If NADA 
can inaugurate policy to secure 
effective co-operation of all deal- 
ers in making retail merchandis- 
ing of automobiles more profit- 
able it would benefit dealers 
greatly and work to good of auto- 
motive industry as whole, I be- 
lieve. Most of dealers now are 
good businessmen with estab- 
lished reputation and good plants. 
If these dealers forced out of 
business, factories will find them- 
selves losers when try to pick up 
new dealer organizations. Be- 
lieve NADA plan would help 
dealer credit insofar as it helped 
dealers make better connections 
where business would be more 
profitable. 

* * * 

Fred Lyon, Nebraska Motor 

Co., Plymouth and Chrysler, Lin- 


13.1 | 
13.2 | 


10.2 | 
14.4 
10.8 | 





| dealer profits. 


Nebr.: 





With the exception of 1934 
models, heaviest stocks range in 
four, five and six year old models, 
with the stock of 1932 models 
considerably heavier than sales. 
Late models appear to be in good 
demand and stocks of models 
prior to 1929 are low with sales 
pretty well in line. 

Following is the January report 
(ADN, Feb. 15) made up from the 
same number of dealers: 

Model Stock % Sales % 
1928 or older 303 6.9 370 13.7 

13.8 458 17.0 
16.0 313 11.5 
19.3 431 16.0 
14.5 273 10.0 
11.4 273 10.0 
12.0 348 12.5 

0 222 8:2 

a 22 u 


Total 4,485* 2,710 
“Forty-five to 60-day stock (normal). 
**More than 60-day stock (abnormal). 


coln, Nebr.: “Something should 
be done to impress factories with 
precarious dealer situation. If 
NADA plan will do that, more 
power to NADA. Factories in- 
terested entirely in sales quota 
and apparently not worried about 
Dealers as whole 
must do something or go out of 
business. 
so keen no one will let the other 
fellow make a deal without skim- 
ming off profit. NRA was best 
thing dealers have had yet. Cry- 
ing need of industry is closer 
dealer-factory understanding with 
factory helping dealer to mer- 
chandise at profit rather than 
seeing how many cases can be 
turned out. Closer co-operation 
among dealers also necessary to 
accomplish this. Don’t think 
dealer credit is important con- 
sideration in NADA move as 
profitable business is first pre- 
requisite of obtaining dealer 
credit.” 


Elmore N. Y. Manager 


Studebaker Export Corp. 


SOUTH BEND. — Appointment 
Apr. 1 of D. J. Elmore as New 
York manager of the Studebaker 
Export Corp. has been announced 
by Arvid L. Frank, president. 
Previously Elmore served as traf- 
fic manager of the export cor- 
poration, 


Seaman Paper Moves 


Offices to New Address 


DETROIT.—The Seaman Paper 
Co. have moved the offices of 
their insulation division to 1333 
E. Milwaukee Ave., Detroit. 


At the new address they will 
have increased office space and a 
warehouse of sufficient size to ac- 
commodate a stock of all types 
of Seapak for service to the auto- 
motive and airpalne industries. 





Competition becoming | 





tiie Sdled. 
Continue To 
Shatter Records 


DETROIT. Retail sales of 
Hudsons and Terraplanes in the 
United States are continuing to 
excel all marks since 1930. Ac- 
cording to William R. Tracy, 
vice-president in charge of sales 
of the Hudson Motor Car Co., 
sales for ‘“‘1e two weeks ended 
Mar. 28 totaled 4,373 cars, which 
betters all records for the cor- 
responding period for six years. 

Commenting on current sales, 
Tracy states: “Our predictions 
for an outstanding spring volume 
are being verified. The week 
ended Mar. 28 is only exceeded 
by two weeks in the past five 
years and we have hardly en- 
tered the spring selling season. 
Reports from our dealers all over 
the country where special show- 
ings of new body types and col- 
ors are now being held, tell of 
unprecedented interest which will 
be reflected in our April sales 
figures.” 


Barit ond Black 
New Directors 


On AMA Board 


NEW YORK.—Two new direc- 
tors have been elected to the 
board of the Automobile Manu- 
facturers Assn. 

A. Edward Barit, president of 
Hudson, has been selected to fill 
the vacancy caused by the death 
of Roy D. Chapin, who was a 
charter member of the manufac- 
turers’ organization when it was 
formed in 1913 as the National 
Automobile Chamber of Com- 
merce. 

Robert F. Black, president of 
the White Motor Co., was elected 


A. E. Barit R. F. Black 
to fill the vacancy caused by the 
resignation of T. R. Dahl. 

Black was with the Mack Truck 
organization in Chicago and last 
year resigned from the presidency 
of Brockway Motor Truck Co. to 
head the White Motor Co. 

Others on the directorate 
clude: 

A. Edward Barit, R. F. Black, 
A. J. Brosseau, Walter P. Chrys- 
ler, Byron C. Foy, Robert C. 
Graham, Paul G. Hoffman, Alvan 
Macauley, W. F. McAfee, Charles 
W. Nash, Alfred P. Sloan jr., Al- 
fred H. Swayne. 


in- 


Graham Sales 
Up Sharply 
Says Valpey 


DETROIT. Retail sales of 
Graham cars jumped 70 percent 
during the second 10-day period 
in March over the first 10-day 
period, according to F. R. Val- 
pey, vice-president. 

“The advent of favorable sell- 
ing weather is, of course, respon- 
sible for a large portion of the 
sales gain, but we here at the 
factory are inclined to the opin- 
ion that recent newspaper ad- 
vertisements featuring Graham 
economy leadership have played 
the major role of business-get- 
ter,” Mr. Valpey said. 





By E. 


DETROIT. — Homer Chevrolet 
Co, has service records that prove 
conclusively that a modernized 
greasing department in connec- 
tion with their general service 
work is not only a profitable de- 
partment but that it contributes 
to additional income with scarcely 
any increase in investment or 
overhead. 


Their records show the average 
sale per car owner for a greasing 
job has jumped from $2.27 in 
1935 to $2.46 per owner in 1936 
for the first three months. The 
percentage of gain in lubrication 
work compared to general service 
work has jumped from less than 
10 per cent to 21.8 per cent in 
the last half of 1935 to close to 
31 per cent for the first quarter 
of 1936. 


Greasing Neglected 

The Homer  organization’s 
records show that little attention 
was paid to the importance of 
car lubrication to the general 
shop work until the middle of the 
summer last year when a definite 
checking system was set up. Up 
to that time the average volume 
was slightly over $100 per month. 
Then representatives of Alemite 
pointed out the profit potential. 
Volume immediately started on 
an upward swing with an increase 
to $175 for the first month and a 
jump to $200 for the month of 
September. Meanwhile customer 
labor and parts sales because of 
the increased number of owner 
contacts began showing a de- 


M. 
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Modernized Greasing Plant Brings Dealer Profi its 
Homer Chevrolet Co. Finds | 


Investment Pays Dividends 


LUBECK 


cided gain in volume and profits. 
At this point Wilson C, Homer, 
head of the company, sensed the 
fact that a specialized lubrication 
department in charge of a trained 
lubrication operator would not 
only increase lubrication sales but 
also add to general service work. 
The chart shows that immediately 
upon the employment of a com- 
petent operator in October, gross 
volume in the greasing depart- 
ment jumped to $409.63 for Octo- 
ber and the average sale per 
customer jumped to $2.43, while 
the customer labor and parts sales 
increased $161.98 over the previ- 
ous month gross of $739.73 to a 
total of $901.71 for the month. 


Seasonal Decline 

A seasonal decline dropped the 
lubrication returns to slightly 
over $300 for December, resulted 
in making modernization changes 
in the greasing section, The de- 
partment, even though some ef- 
fort to modernize it has been 
made by cleaning it up, was now 
thoroughly overhauled. The usual 
hodge-podge of signs and other 
items which detract from a neat 
appearance were removed. Floors 
were cleaned and repainted. The 
hoist was painted a bright color 
and all lubrication appliances 
overhauled. An Alemite chrome- 
plated platform with stationary 
grease containers was installed. 
All greasing hoses were removed 
and overhead hoses installed. 
Special lighting fixtures were put 
up to throw brilliant lights on 
the chrome plated bands in the 


Northwest Dealers Expect 


25% Sales Increase Over ’35 


M. C. Kale, 
regional manager, reports. 

Dodge and Plymouth - 
week’s sales of automobiles and 
trucks reached an all-time peak 


MINNEAPOLIS. - 
and truck dealers and distributors 
are looking forward to one of 
their biggest years in the north- 
west, with increases in sales of 
25 per cent or more over 1935, ac- 
cording to a survey completed 
this week. 

The factors that account for the 
anticipated increase for 1936 bus- 
iness are: 

Improved business conditions 
generally, with buyers better sit- 
uated from employment and busi- 
ness angles to purchase new ve- 
hicles. 


Liberal advertising by the mo-| 
tor car industry, which has sold 
automobile transportation to the | 


public. 
Consensus of Dealers 
Following are comments of of- 


ficials of the various automobile | 


manufacturers in this district: 
Buick—“The outlook for sales 


is the best since 1928,” according | 


to H. G. Krell, zone manager. 

Pontiac 
331/3 per cent larger than a year 
ago,” reports E. P. J. Rigdon, as- 
sistant zone manager. 


Oldsmobile — “Indications point | 


to a 50 per cent gain in sales,” 

J. J. Young, zone manager, de- 

clares. 
Cadillac—“The 


increase in the 


northwest will be greater than for | 
| burg, 


any other section of the country,” 
G. S. Crisp, district manager, 
sists. 


Chevrolet—“The greatest year | 


in history is in prospect for this 
branch. 
of 240 per cent in sales in the 
first two months of 1936,” reports 
O. E. Nonn, Minneapolis division 
manager. 

Ford—“Anticipating a record 
year in sales, the Minneapolis-St. 
Paul branch plant will go on full 
time Apr. 1,” according to F. S. 
Reinhardt, branch manager. 

Chrysler — “An increase of at 
least 25 per cent in sales is ex- 


Automobile | 


—‘Sales at present are | 





in- | 


There was an increase | 





pected for this year,” 
“Last 


in the northwest zone,” C. R. 
Vance, regional manager, reported. 


Terraplane Reports 


Hudson - Terraplane “Total 
sales of 1,800 units is anticipated 
this year. This is 50 per cent 
gain over 1935,” F. C. O'Donnell, 
president of the O’Donnell Motor 
Co., distributors, predicted. 

Packard—“A 25 per cent in- 
crease in city business and 50 per 
cent increase in country business,” 
is the outlook reported by T. B. 
Wishart, general manager of 
Packard Minneapolic, Inc. 

Studebaker 
cent in Hennepin county,” accord- 
ing to L. R. Rober, general man- 
ager, Studebaker Sales Co. 

Nash - Lafayette — “Sales this 
year should increase by 75 ‘per 
cent,” according to C. S. Connor, 
president of the Northwest Nash 
Motors Co., distributors. 

Lincoln “Prospects are fine,” 
says Ray P. Gramling, executive 
vice-president of Gramling Motors 
Co. 

Luxury Sales Good 

Pierce-Arrow, Cord and Au- 
burn “Business is much im- 
proved over 1935 in these so-called 
luxury cars,” C. P. Van Vaulken- 
president of the Imperial 
Motor Co., says. 

General Motors trucks—‘“Deliv- 
eries so far this year already have 
equalled the total of 1935 deliv- 
eries,” B. H. Richards, zone man- 
ager, reports. 

International Trucks—“A 100 
per cent increase in sales is an- 
ticipated,” declares E. Burke, 
manager of the motor truck 
branch of the International Har- 
vester Co. 

White Trucks—‘“Sales thus far 
in 1936 have doubled over 1935,” 
F. G. Allen, branch manager, as- 
serted. 





“A gain of 40 per| 








RENOVATED AND MODERNIZED. This lubrication department 
of the Homer Chevrolet Co., impresses the car owner and develops a 
selling spirit in the employes. Sales have doubled in volume and 
profits, likewise, have started zooming. 


background. Car owners were 
circularized and a follow-up sys- 
tem put in effect. 

January business with the de- 
partment fully modernized re- 
flects the response by car owners. 
December business, while fairly 
satisfactory, shows greasing serv- 
ice and general service running 
to a total of $1,144.72 for labor 
and parts. January accounted 
for a total of $1,643.41 in service 
labor and parts or an increase of 
52 per cent in volume and the 
lubrication customers increased 
to 104 for the month. The gross 
in lubrication jumped to $2.29 
per owner. February shows a 
still further increase with a total 
of $336.64 for the department, the 
increased car owner contacts with 
128 owners showing a jump to a 
volume of $1,897.11 or 15.4 per 
cent over January. March shows 
164 used the Homer greasing 
service and the gross from the 
department shows approximately | 
$450 volume for the month. 

Earnings Doubled 

Actual earnings of the depart- 
ment for every month since more 
attention was paid to car greas- 
ing are double the same months 
last year, while the earnings for 
the first quarter of 1936, compared 
with that of 1935, represents an 
increase of 126 per cent. The 
customer-paid labor and parts 
sales for March have not yet been 
computed, but the Homer organi- 





zation says that it will be greater 
than ever. A superficial survey 
shows approximately 56 per cent 
gain in lubrication profits in De- 
cember. 


Throughout the picture, as 
taken from the records, there is 
undisputable proof that moderni- 
zation of a dealers service de- 
partment attracts business, and 
that a definite program, vigor- 
ously followed up, produces im- 
mediate profits in service. New 
car volume of the Homer organi- 
zation, showing substantial in- 
creases over the month by month 
records of 1936, as compared with 
those of 1935, is a further indica- 
tion that dealers who are adopt- 
ing up-to-date methods in auto- 
motive merchandising and serv- 
ice are getting a greater percent- 
age of the service potential in 
their neighborhoods. 


Buy Galt, . Ont, Plant 


MONTREAL. — Beatty Brothers, 
Ltd., manufacturers of 
equipment and farm’ implements, 
has purchased the Galt plant of the 
Canadian Acme Screw and Gear 
Co. The latter firm is a subsidiary 
of Russell Motor Car Co. 

Beatty Brothers will operate the 
Galt plant through Canadian Die 
and Tapping Co., new subsidiary. | 
Zine and aluminum parts will be| 
made in the new plant, largely for | 
Beatty Bros. own products. Instal- | 
lation of machinery will take two 
or three months. 
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THE LOWER curve shows increase in dollar and cents gross 
volume when activity began in securing greasing business in July, 
1935. Further development began in October 
was put on the job and still further progress when the department 
was modernized. ‘the upper curve shows the growth of general service 


when a trained operator 





business gained by owner contacts due to increased greasing volume. 


F _ at Canada 
Adopts a Lower 


Financing Plan 


MONTREAL. A new $30-a- 
month plan for financing retail 
purchases of new Ford V-8 cars 
is to be put into effect immedi- 
ately throughout Canada, an- 
nounced Wallace R. Campbell, 
president of the Ford Motor of 
Canada, Ltd. 

The plan is to be offered 
through Ford dealers by the 
Traders’ Finance Corp., approved 
Ford finance company. 

The plan has three features: 
(1) Monthly payment of $30, plus 
a reasonable down payment. (2) 
Finance charges at the rate of 
7 per cent per year computed 
upon the total of the original un- 
paid balance, plus insurance cost. 
(3) Insurance protection at regu- 
lar tariff rates, including not only 
fire and theft coverage, but also 
$50 deductible collision insurance 
and protection against other ac- 
cidental physical damage to the 
car. 


Bantam Workers 


On Jobs After 
Second Strike 


SOUTH BEND.—Workers at 
the Bantam Ball Bearing plant 
here returned to their jobs Mon- 
day morning after the plant had 
been practically shut down by 
union pickets Saturday. 

This strike, the second in two 
weeks at the plant, was called 
immediately after a meeting of 


| the United Automobile Workers 


and pickets were placed around 
Five 


ers attempted to leave the plant 
Saturday morning. 

The union, in declaring the 
strike, said that officials of the 
plant were not abiding by terms 
of settlement of the strike ended 
March 14. The terms of agree- 
ment were never made public. 

Officials of the plant said un- 
ion pickets offered to pass union 
workers to the plant Saturday, 
but refused admittance to other 
workers, Damage to plant prop- 
erty was considerable Saturday 


| as strikers threw rocks through 
| windows. 


| Overseas Seask 


Sales Rising At 
Studebaker Corp. 


SOUTH BEND, Ind.—For the 
third time in six months export 
shipments of Studebaker trucks 
in March smashed previous highs, 
according to Arvid L. Frank, 
president of the Studebaker Ex- 
port Corp. March truck exports 
exceeded both October, 1935, and 
January, 1936, the previous rec- 
ord months in Studebaker history. 

“Our first quarter’s business in 
both cars and trucks this year 
was 60 per cent over the first 
quarter last year, and was the 
biggest first quarter since 1928,” 
said Frank. “To give an idea of 
the extent to which Studebaker 
has recaptured export markets, 
our first quarter volume exceeded 
the totals for each year of 1931 
and 1932 and was within 5 per 
cent of the total for 1933. Total 
shipments abroad to date are 
over half of our entire 1935 ex- 


| port production.” 


Suggests Exemption 


LOUISVILLE, Ky.—A _ suggested 
ordinance would exempt storage 
garages and other automotive busi- 
nesses, which sell gasoline to their 
customers, but not the general 
motoring public, from paying sink- 
ing fund licenses for the operation 
of gasoline pumps. 
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Spring Cleaning 


(Continued from 


Page 1) 


issue. Present day production methods and materials 
have just about eliminated heavy service operations from 
the picture. The bulk of dealer service today is based 
upon tune-up, lubrication, greasing and car washing. 


Modern equipment has taken the dirt and drudgery out 
of this work and has cut the required time per operation 
to a minimum. This appeals to the owner. His car can 
be washed, greased, oil changed, engine tuned, brakes 
adjusted, battery checked and numerous other adjust- 
ments made while he sits comfortably in a waiting room 
or visits a neighboring movie. Scientific testing device 
and latest modern tools and equipment to make needed 
adjustments give the owner real confidence that his car 
will be properly cared for. 


In the modernization movement scarehead banners and 
freak displays are giving way to business like presenta- 
tions. Screaming signs are replaced by quiet but con- 
vincing placards, neatly framed and carefully hung. 
Orderliness is the vogue. Filigree and ginger bread 
decoration are on the wane and cleancut, one might say, 
“tailored” counters, cabinets and display racks are in 
ascendency. 


Spring cleaning, reequipment and rearrangement pres- 
ent equipment is the order of the day. Effective display 
and subtle showmanship plus making it easier for the 
customer to buy is winning many new friends for dealer 
already on the band wagon. It’s not too late to get on 
now. And we hope in this and subsequent issues to give 
undeniable proof that it pays. 


Facts and Figures 
i MNOUNCEMENE is made today by the National Au- 
tomobile Dealers Assn. of the establishment of Auto- 


mobile Dealers Research Foundation. This organization 
is sponsored by the NADA in co-operation with the Amer- 
ican Finance Conference which comprises a number of 
independent finance companies. The purpose of the foun- 
dation will be to gather and compile factual data regard- 
ing dealer operations and potential profits in the dealer 
field. 


We believe that an unbiased study of the dealer profit 
situation would reveal valuable data on current merchan- 
dising methods. On the other hand we do not feel that a 
national survey which will put the sheep with the goats 
will reflect true conditidns in the industry. Even among 
dealers handling the same line of cars one will find a wide 
disparity in profit from the same operations. When we 
consider that in the long run there are likely to be more 
poor dealers in the world than good dealers a figure show- 
ing an average performance would be much below the 
standard of the middle ground dealer. 


We never have and do not now approve of the wide- 
spread circulation of the results of such a survey among 
individuals not directly in, or concerned with the industry. 
All data and facts brought to light by such a survey 
should be distributed only among members of the indus- 
try itself. 


Sparks 


(Continued from Page 1) 
they listened to experts tell them 
how to handle the 1936 market, 
the science of new-car selling, 
how to move trucks, and used 
cars; what the quality dealer 
means to the organization; serv- 
ice, parts and accessories and 
mass selling. 

* * * 


VERBATIM to the Paul Prys 
was this secret session, but the 
next day we set in and listened 
to Chevrolet’s advertising pro- 
gram for the year as outlined by 
Advertising Manager C. P. Fisken 
and the Campbell-Ewald agency 
contacts, Bob Crooker, R. K. 
White and Joe Neebe. It was 
then that I fully realized the 1936 
offense of Chevrolet in which 
printer’s ink is going to play so 
important a part. The four major 
activities—new cars, new trucks, 
used vehicles and service—each 
has a separate advertising pro- 
gram and every type of media 
will be used—newspapers, mag- 
azines, bill boards, and radio will 
be called on to make it easy for 
the dealers to move the product. 
Fisken estimates that the media 
he will use will have a circulation 
of 4,000,000,000 for the campaign, 
counting everything. 

* * * 


IT WAS BORNE in on me just 
how seriously Chevrolet takes the 
used car problem and why Holler 
considers it a major activity. 
Using national media to impress 
on the public that the famous 
red “O.K” tag on a used car is a 
guarantee that it has been recon- 
ditioned and represents “quality” 
is a step Chevrolet took last fall, 
which perhaps helps explain why 
its dealers have sold 700,000 used 
cars and trucks since announce- 
ment time. It dignifies the used 
car and with it the dealer is sell- 
ing transportation just as if he 
was marketing a new car. 

* * * 


FINIS SHOULDN'T be written 
to the California chapter of 
Sparks without the conductor 
commenting on the strength of 
the organized dealer bodies on 
the edge of the Pacific. With this 
thought in mind, let’s take up 
first the north end, which has San 
Francisco for its headquarters. 
There, in the shadows of the 
Golden Gate, I ran into a sorta 
dual personality with the North- 
ern California Motor Car Dealers 
Assn, on the one side 


ducted from the same office. 


Arthur D’Ettel is business man- | : 
Truck Survey 


ager of the NCMCDA, of which 
J. E. Rodman of Fresno is presi- 
dent. 


rolled as members and 
member-dealers are credited with 
selling 95 per cent of the cars 
and trucks in northern California, 


with every San Francisco dealer | 
enrolled. So far as NADA is| 


concerned, this body is 127 per 


cent above its quota as to mem- | 
bership in the national body, that | 


quota having been set at 1,100 


under NRA. 


a ok 


D’ETTEL ALSO figures in the | 
executive personnel of the Motor | 


Car Dealers Assn. of San Fran- 
cisco as executive secretary, with 
George Wahlgreen as 


ing combination, for Wahlgreen 


also is the promoter of the annual | 
San Francisco automobile show, | 
one of the most important of local | 
| 
con- 


exhibitions, which he has 
ducted for nearly a quarter of a 
century. 


Don Gilmore of Chevrolet 
president, with Eaton McMillan 
of Buick as secretary and Jack 
French of Dodge as treasurer. 
And it is a powerful board that 
works with Gilmore, including th2 
dynamic Bill Hughson of Ford, 
Ernest Ingold of Chevrolet, Fred 
Pabst of Don Lee, distributor of 
Cadillac and Oldsmobile, Lerot 


(Continued on Page 25, Col. 1) 
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It’s Spring 





In This 





Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. eaders 


ate invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


° 
Taxation 

We have misplaced our copy con- 
taining your recent editorial on ex- 
cessive taxation in which you state 


jin part: “I got a jolt when I read 


15 years these taxes have 


” 


that ‘in 
multiplied six-fold’ . 

Will you kindly send us this issue 
as we are very desirous of obtaining 
another copy of this editorial. If 
there is any charge for this please 





and the | 
Motor Car Dealers Assn. of San | ager 
Francisco on the other, both con- | 


This body has 50 per cent | 
of the dealers in the territory en- | 
these | 


| appreciate 


business | 
manager, a most excellent work- | 


is | 


advise us and we shall send pay- 
ment for same.—C. C. Cottrell, man- 
Highways Bureau, California 
State Automotive Assn., San Fran- 
cisco, Calif. 


We are very much interested in 
the article summarizing survey by 
policyholders bureau of the Metro- 
politan Life Insurance Co. of truck 
operating costs and would greatly 
your forwarding a copy 
of the complete survey. 

It is pleasing to note the increase 
of news interesting to the truck 
| dealer in your publication and we 
feel that it will serve to add to the 
ever increasing popularity of your 
publication. Ray B. Cralle Co., 
Tampa, Fla. 


R&R 

We should like very much to ob- 
tain another copy of your Review 
| Number which you issued last sum- 
mer covering the years 1925 to 1934. 
We mean the large book with the 
wire staple binding.—J. L. Stewart, 
general manager Canadian Automo- 
bile Chamber of Commerce, Toronto. 


Costs 


Please send me one copy of the 
| survey of operating costs of light 
| trucks as referred to on Page 5 of 
the Mar. 28 edition of Automotive 
| Daily News. 

If there are any charges in con- 
nection with this survey, please ad- 
vise and I will be glad to defray 
the expenses.—A. D. Rathbone IV, 
advertising manager Transport Top- 
| ics, Washington, D. C. 


Where Credit’s Due 


I don’t mind at all your publish- 
ing the figures I sent you showing 





expenditures for the different car 
and truck manufacturers, but I do 
think that you ought to credit them 
to “Gordon S. Broholm of the Mid- 
west Farm Papers.” 

We spend a great deal of time 
and effort in compiling these figures 
and in getting them compiled cor- 
rectly, and we would like to have 
this little bit of advertising for our 
service if the service is any good.— 
Gordon S. Broholm, publishers’ rep- 
resentative, Detroit. 


AS OTHERS 
SEE IT 





Meeting Consumers’ 
Needs 


If the number of automobiles and 
trucks produced in the United States 
and Canada in 1929 be taken as a 
at 100, the activity of the in- 
dustry fell to approximately 25 in 
1932 and recovered to 76 in 1935. 
If this year’s production gains over 
that of 1935 by 10 per cent, as con- 
servative judges think it likely to 
do, the index of 1936 production on 
the 1929 base will be 84. If the 
average production of 1923-28 in- 
stead of the single year 1929 be 
taken as the basis of comparison, 
the production index has already 
passed 100 on the way up. An in- 
dustry which was particularly hard 
hit by the depression and is still, 
with some reason, regarded as in 
the semi-luxury class has completed 
recovery ahead of any other major 
industry outside the strictly con- 
sumption goods group. 


Means to this achievement are 
fairly familiar. Chiefly they were 
an increase in the purchasing power 
of the car-buyer’s dollar through 
greater value in the car offered and 
reduced dollar prices. One is moved 
to wonder whether other industries, 
in which recovery lags, might profit 
by studying the example set by 
motors and, by enlarging the effec- 
tive demand for their goods, benefit 
themselves and reduce the number 
of unemployed. 


base 


-Wall Street Journal 





| ETTERS may wait ...a telegram never. A letter may be of last week 


... the telegram is of today. Farm Journal's new four-day printing and 
delivery has dramatically shortened the time from writer to reader. It calls for 
“attention on arrival”. » » When Farm Journal arrives, it is immediate 
news for the entire family . . . fresh and alive because it went to press but 
a few days before. =» = Month after month, Farm Journal delivers 1,200,000 
copies to wide awake, intelligent farmers who want the facts uncoated 


and are eager to read a timely, well balanced farm magazine. 


FARM JOURNAL - IN FOR 59 





ALTON, Ill.—To many automobile dealers the sugges- | 
tion that they modernize their service facilities with a | 
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Paint and Scrub Brush Bring in Added Profits 


Modernized Service Shop 
Makes Satisfied Customers 


view to making them more profitable may sound like a big 
undertaking involving costly changes in buildings and 


facilities. 


The truth is that many dealers determining to improve 
their service business can do so with little more ado than 
the judicious employment of broom, wheelbarrow, _paint 

©-- 


and elbow grease. 


Many dealers are awakening to 
the realization that cleanliness, 
system and order are just as im- 

portant in serv- 

ice operations 

on vehicles de- 

voted to pas- 

senger comfort 

as they are in 

the factory that 

produced the 

ears originally. 

Graphic proof 

of what may be 

accomplished in 

improving serv- 

ice stations by 

simple and in- 

expensive means is presented in 

the accompanying before - and - 

after illustrations of the service 

arrangements of Hoeffert Broth- 

ers, Dodge and Plymouth dealers 

here. The first drastic change was 

achieved—with no more trouble 

and expense than a_ general 

cleanup and some carpenter work, 

in the parts department. Debris 

was carted off. The furnace and 

its ducts were cleaned and 

painted. The parts stock was en- 

closed in a wooden booth pre- 

senting an aspect of order and 

cleanliness. The paint brush was 

used to advantage. 

was a spick and span parts booth, 

with a place for everything and 
everything in its place. 

Next the shop entrance’ was 
cleared and brick walls painted. 
A sign flaunting its “cash-in-ad- 
vance” warning before the cus- 
tomer set foot into the place, was 
removed. 
ing did the rest. 


Signs Advertised Service 


Important clean-up operations 
next attacked the service shop. 


Here strategically placed signs | 


were made to act as service ads. 
Cleaned floors and clean-costumed 
attendants helped in creating an 


The result 


Scrubbing and scrap- | 





atmosphere of definite attraction. 
The new situation presents an 
orderly array of cars and cleared 
intervening spaces. 

Now let us see what happened 
after the modernization. We have 
President Edgar Hoeffert’s au- 
thority for the statement that 
lubrication sales increased 75 per 
cent. The number of lubrication 
jobs performed in 90 days after 
the modernization was greater 
than the number of jobs done in 
nine months previously. Sales 
per lubrication repair order rose 
from an average of $2.25 to $3.50. 
The entire service volume was 
doubled. 

With this as a starter, a folder 
follow-up system was put into 
operation along with a new set-up 
that brought back, as service cus- 
tomers, a number of 1933 and 
1934 owners that had not been in 
the Hoeffert service department 
since the expiration of their war- 
ranty period. 

Harold Hoeffert, who is sales 
manager, states that he does not 
see how they ever operated with 
the old layout. He has established 
a certain procedure through 
which he promotes new car sales 
by taking the prospect through 
the rearranged service depart- 
ment from which point he pro- 
ceeds to the facilities of the en- 


| tire institution, until he and the 


prospect arrive in the sales room 
where numerous sales were closed 
directly traceable to the method. 


Business Increased 


Victor Mann, service manager, 
quotes many compliments made 
on the improved appearance of 


| an otherwise old service setup; he 


feels that it materially increases 
customer confidence, especially on 
the part of women drivers. 

From the time the new Hoeffert | 
service layout was put into oper- | 
ation, organization meetings are | 





ANOTHER “NEW DEPARTURE” 


STEERING ARM BEARING 


For cars with independent 
wheel suspension. Completely 


sealed, 


lubricated - for - life. 


Mud, dirt and water kept out. 


No service attention required. Eliminates 
looseness resulting from worn bushings. 
Promotes easier and safer steering. 


In DETROIT PHONE Trinity 2-4700 for data 


THE NEW DEPARTURE MFG. 


CO., BRISTOL, CONN. 


Nothing Rolls Like a Ball ® No Other Form so Strong 


NEW DEPARTURE BALL BEARINGS 


PEDIGREED MATERIALS * CREATIVE ENGINEERING * PRECISION MANUFACTURING 


Ill, 


held. They take place every two 
weeks, when mechanical, promo- 
tional and general matters are 
discussed. 





Chicago Girds 
Loins as Spring 


Drive Commences 


CHICAGO. — Evidences of ex- 
pansion and preparation for the 
spring sales drive are noted in 
Chicago trade circles through the 
return of veterans to action and 
promotions awarded to others. 

From H. T. Hollingshead, presi- 
dent of Nash Sales, Inc., Nash- 
LaFayette distributors, comes the 
announcement that Charles 
Englebeck has just been ap- 
pointed retail sales manager. 
Englebeck started in the business 
here 30 years ago with the Mc- 
Duffee Automobile Co. in 1914, he 
joined the Cadillac distributorship 
headed by Charles W. Foster, and 
remained with this make of car 


branch in 1919. In 1933, he was 
made retail sales manager of the 
Oldsmobile division of the Cadil- 
|lac branch in Chicago. 

A number of changes 
| personnel of the Packard branch, 
all of them in the nature of pro- 


W. R. 
|C. E. Stube has been named as 
wholesale manager, 
ceeded as manager of the Evan- 
ston branch by R. C. Quinlevan, 
whose post in turn has 
taken over by Arnold W. Carlsen, 
formerly head of the Hubbard 
Woods branch. 
W. C. Auble, 
of the trade, 





another veteran 
has been named 





when the factory established a | 


ALL SLICKED UP. At the right is the way the Hoeffert Brothers service department in Alton, 
looked before the clean-up improvements described in the accompanying article were made. 
the left is the same old department all dressed up at a minimum of cost. 


At 


Mid-West Used Car Stocks 


Increase During F ebruary 


CHICAGO.—Despite larger used 


car sales in the middle west dur- 


| ing February, stocks in the hands 


of dealers were heavier than at 
the close of January and the 
same period last year, figures of 
the Federal Reserve Bank of Chi- 
cago show. 

A representative group of deal- 
ers in the district sold 9.3 per 
cent more used cars in February 
than in January and 17.9 per cent 
more than in February last year. 
The number of cars on hand at 
the close of the month, however, 
was up 5.3 per cent from January 
and 36.8 per cent over a year ago. 
The value of used cars on hand 
at the end of February was 0.7 
per cent higher than January and 
27.5 per cent above a year ago. 

New car sales were 5.8 per cent 
over January but 12.8 per cent 
under February, 1935. Stocks of 


300 I. H. Dealers Report 
‘Business Prospects Up 


in the | 


motions, are just made known by | 


Bellows, general manager. 


being suc- | 


CHARLOTTE, N. C.— Almost 
300 dealers of the local territory 
reported better business prospects 


der the auspices of the Charlotte 
Motor Truck branch of the In- 
ternational Harvester Co. 

The company is 4,000 orders be- 


| hind at the present time, stated 


been | 


| thus far in 1936 are equal to to- | **” 
| tition. 


| vice-president and sales director | 


of the Stony Island Motor Co., 
Chrysler - Plymouth dealer. Auble 


| at one time was chief aide to R. | 


| H. Collins when the latter had the 
Chrysler distributorship in Chi- 
|cago. He later became the first 


W. F. McAfee of the home of- 
fices in Chicago, 
1935 orders were 50 per cent bet- 
ter than those in 1934. Orders 


tal sales by June 1 of last year. 
Montreal Dealers Name 


MONTREAL. 


meeting of the Montreal Auto- 


| mobile Trade Assn., held recently, 


president of the Chrysler Illinois | 


Co. 


May Continue Probe 

JACKSON, Miss., (UTPS).—AI- 
though the legislature is due to ad- 
| journ the latter part of this month, 


| vice-president; 


| retary. 


the following officers 


son, president; C. S. Griffiths, 


treasurer, and P. O. Messier, sec- 
Directors named were: 


G. O. Clermont, L. P. Gravel, C. 


| the senate investigation of alleged | S. Griffiths, P. N. Mainguy, R. H. 


wholesale gasoline tax evasion may 
| be continued. 
| ing the life of the inquiry beyond 
| the session is to be offered. The 
legislature is expected to appropri- 
ate $50,000 to carry on the probe. 


Pattison and T. R. Price. 


A resolution extend- | 


Adelstan Levesque remains sec- 
retary-manager of the association 
and general manager of the Mon- 
treal Motor Show. 


who reported | 





and di-| 
rectors were named: R. H. Patti- | 
| We are sure only of the fact that 


G. O. Clermont, | 


new cars on Feb. 29 were 1.8 per 
cent higher than at the end of 
January and 97.5 greater than a 
year ago. 

Of retail sales reported in Feb- 
ruary, 51 per cent were time pay- 
ment sales, against 44 per cent 
in January and 43 per cent a 


Cars of Future 
Much Cheaper 
Engineer Says 


DENVER. -= Ralph R. Teetor, 
president of ‘ ie Society of Auto- 
motive Eng.neers, and John A. 
C. Warner, secretary and general 
manager of the organization, De- 
troit, were in Denver recently. 
While here they addressed a 
meeting of local automotive engi- 
neers. “We have gone just about 
as far as it is practical to go in 
building for power and speed,” 
said Teetor, “but there remain 


| two important fields for progress, 


and far more stable credit condi- | economy and safety. 


tions at a meeting held here un- | 


“The automobile of tomorrow 
is going to be startlingly cheap, 
not only in initial cost but also 
in upkeep. We are learning how 
to build cars more simply and 
cheaply and the real progress in 
that direction is not yet fully 
under way. The cheaper produc- 
tion of automobiles is inevitable 
as the industry retains its youth, 
its zest for battle in keen compe- 
The history of the indus- 
try, from year to year, has been 
giving more for less money, and 


| that tendency will be accelerated. 


Officers and Directors | 


At the annua]|2bout economy of operation are 


| being conducted 
| Some of those must succeed. 


Numerous experiments to bring 


in laboratories. 


“The solution may be the Diesel 
engine, but that is not certain. 


the cost of running an automobile 
will be surprisingly less in the 
future.” 

Teetor declared no group of 
persons is more eager to promote 
safety on the highways than the 
automobile manufacturers and 
that the cars of the future will 
have safety devices far beyond 


present advanced safeguards. 


THE CLEAN-UP SQUAD went to work with mops and brushes and look what a change there was 


in Hoeffert Brothers’ shop in Alton, Il. 


but dingy just the same. 
this page. 


At the left is the shop before the transition—plenty of light, 
At the right, the same view after the scrubbing described in the story on 
The neatly uniformed service personnel was increased as business went up. 





NEW MASTER DE LUXE 
CHEVROLET 


(COMPLETE LINE OF 6 BODY TYPES) 


Winning America’s preference by 


giving America luxury at low cost 


NEW CHEVROLET TRUCKS 
oe ee ——— 
(COMPLETE LINE—A TRUCK FOR 
EVERY TRADE) 

Favored everywhere because 
they’re the world’s thriftiest 


high-powered trucks. 
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Chevrolet provides many 
special dealer helps, and the greatest 
of these is the unmatched quality of 


CHEVROLET PASSENGER CARS AND TRUCKS 


ay The whole trade knows that Chevrolet dealers sold more new 
and used cars in November, December and January than in any 


And that they are maintaining 


corresponding period in all Chevrolet history. 
But what has made these sen- 


this same strong selling pace week after week. 
sational gains possible? 
The advanced and aggressive sales ability of Chevrolet dealers themselves is 
one reason. Strong, consistent advertising is another. And whole-hearted 
factory co-operation along many practical sales-building lines is still another. 
But the most important of all reasons is the fact that Chevrolet has given its 
dealers outstanding product advantages in all three Chevrolet lines for 1936. 
These advantages are plainly apparent in the new Master De Luxe Chevrolet, 
which has created a new standard of luxury in the low-price field . . . in the 
new and greatly improved Standard Chevrolet, world’s lowest-priced six . . . and 
in the new 1936 Chevrolet Trucks, which have the greatest pulling power of 
any trucks in the low-price range. 
Chevrolet gives its dealers better products to sell and this, more than anything 
else, explains why these dealers are creating new sales records and why they say: 
When you have the Chevrolet franchise you have friends. 

CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


6% NEW MONEY-SAVING G.M.A.C. TIME PAYMENT PLAN 
O 


Chevrolet dealers have the further advantage of the new G. M. A.C. 
6% Plan—the most convenient, most we. and easiest to 
understand of any time payment plan 


A GENERAL MOTORS VALUE 


NEW STANDARD CHEVROLET 


(COMPLETE LINE OF 8 BODY TYPES) 
Scoring ever-increasing sales gains 
as the world’s lowest-priced six. 


A CONTRACT WITH THREE 
DEFINITE ADVANTAGES 


1. Co-operative assistance. 


2. Stability. 3. Profit. 


CHEVROLET 





Fewer Flying P 
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ity Type Safety Glass Withstands Severe Tests 


Particles 


Among Features Claimed 


By HERBERT CHASE 


NEW YORK. — Automobile 
manufacturers have been seek- 
ing for several years a type of 
safety glass which would over- 
come some of the disadvantages 
of the types currently available. 
One of the chief objectives has 
been to secure a form capable 
of retaining its non-shattering 
properties at the low tempera- 
tures which prevail in the north- 
ern states during winter months. 


It is well known that non- 
shattering properties are depend- 
ent on the center lamination, 
which is commonly made from 
transparent forms of cellulose 
acetate or cellulose nitrate. Un- 
fortunately, both of these plas- 
tics become rather brittle at low 
temperatures and in consequence 
the glass in which they are used 
shatters quite easily and some- 
times with serious results at tem- 
peratures around zero Farenheit, 
or below. Another plastic, the 
methyl acrylate type, is some- 
what less affected by cold than 
the other forms, but is not so 
strong as the others at any tem- 
perature. 


Are Non-Yielding 


Another fault of the common 
forms of safety glass, even at or- 
dinary average temperatures, is 
that, though they help greatly in 
preventing flying glass when 
struck a severe blow, they are 
relatively non-yielding and are 
often pierced by an object which 
strikes them with sufficient force. 


Efforts to produce a plastic 
which would be yielding and 
which would, at the same time, 
possess the other characteristics 
required, have met with many 
problems, but it has been be- 
lieved that these could be over- 
come, at least in large part, by 
proper expenditures for research 
work. 

With this idea in mind, the 
Pittsburgh Plate Glass Co. and 
the Carbide and Carbon Chemi- 
cals Corp., large producers of 
plastics, undertook a joint re- 
search and development program 
at Mellon Institute and in the 
Duplate Research Laboratory. 
As a result of this work, which 
covered a period of several years, 
a new type of plastic sheet, 
called “Vinylite X,” has been de- 
veloped and recently announced. 


More Resistance 


Tests made by Pittsburgh Plate 
Glass Co. indicate that the new 


Denver Prepares For 


Six Point Safety Program 


DENVER.—Plans for carrying 
out a six-point safety program 
sponsored by the American Assn. 
of Motor Vehicle Administrators 
have been made by Charles H. 
Gunn, supervisor of the Colorado 
Motor Vehicle Dept. 


The plan provides organization 
of official committees and safety 
councils, uniform laws and or- 
dinances, operators and chauf- 
feurs license law, public school 
education in safety, establishment 
of a constructive attitude toward 
safety, and appointment of com- 
mittees to co-ordinate the various 
safety movements. 


New Cotton Road Plan 


WASHINGTON .—To facilitate bid- 
ding on cotton mats and cotton 
fabric to be used in a program to 
promote the use of cotton in road 
building, the Agricultural Adjust- 
ment Administration has announced 
the detailed specifications and con- 
ditions of purchase. Manufactur- 
ers wishing to submit bids are 
asked to inform the cotton market- 
ing section of the Agricultural Ad- 
justment Administration so as to 
insure the distribution of notices to 
all interested manufacturers each 
time bids are called for. 





form of laminated glass, which 
is called “Hi-Test Duplate,” of- 
fers more resistance to breakage. 
In addition, when struck a blow, 
the glass, although it is cracked, 
yields a considerable distance, 
tending to cushion the blow to a 
considerable degree. Moreover, 
relatively little of the glass is 
broken loose. The fragments ad- 
here to the yielding plastic and 
the fractured sheet can ever be 
rolled up like carpet without 
much of the glass coming free. 
Besides the advantages cited, 
statements of the makers of the 
glass indicate that it requires no 
adhesive, only heat and pressure 
for lamination, which facilitates 





Fae that no sealing of 
edges is required and that no spe- 
cial color of glass is needed to 
avoid deterioration in service. In 
addition, cutting is relatively 
simple. Weathering tests of glass 
in two years of exposure in 
Florida indicate no appreciable 
discoloration or apparent depre- 
ciation. 


Larger Output Planned 


To date, the American produc- 
tion of vinyl plastics has been 
quite limited, but a new plant 
for much larger production is 
under construction by the Car- 
bide and Carbon Chemicals Corp. 
and it is expected that large sup- 
plies of the new glass will be 
available before the end of this 
year. Though no announcements 
as to prices of the new form of 
glass have been made, it is un- 
derstood that the price will not 
be much if any different from 
that of the conventional forms. 





hie Attendinés Barometer 


Ot Portland Car Business 


By F. K. HASKELL 


PORTLAND, Ore.—wNo better 
barometer of the automobile busi- 
ness in this section has been seen 
than the attendance figures, plus 
actual sales and increase of pros- 
pects in the General Motors show 
recently. 

According to Roy O. Burnett, 
president of Roy Burnett Motors, 
De Soto and Plymouth distribu- 
tor, who has just celebrated his 
10th year in business, dollar vol- 
ume during the first three months 
of this year has greatly exceeded 
the same period last year, and in- 
dications are that the next three 
months will show up equally well. 

Reports from leading Spokane, 


Just to keep the 
Record Straight .. . 


A Plain Statement of 


Wash., dealers are most encourag- 
ing, with returns from wheat, 
Coulee-Dam payrolls and from 
the Coeur’D Alene mines going 
into car sales. 

Following a business survey 
throughout the key cities of the 
Pacific Northwest, R. M. Row- 
land, assistant general sales 
manager for the De Soto Motor 
Corp. advises that their business 
has increased so rapidly through- 
out a wide territory, sales have 
exceeded their most sanguinary 
anticipations, and it has been nec- 
essary to gear up the organiza- 


tion to a “pre- depression” basis. 


L; IS a good and healthy thing to take time out occasionally 


for a recapitulation and a re-assertion of the basic prin- 


ciples underlying the operation of a business. Therefore, Pontiac 


herewith presents, in the simplest possible form, the funda- 


mentals of its dealer policy. As those who are familiar with 


this organization will quickly see, there has been no change, 


although Pontiac itself has become an increasingly dominant 


factor in the automotive industry. There has been no change 


and there will be none, for the very good reason that the 


management at Pontiac is fully aware that these very prin- 


ciples are largely responsible for Pontiac’s fine success. They 


have attracted and held loyal to Pontiac the very finest type 


of dealers—able, substantial business men without which no 


organization can hope for permanency and constant progress. 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 
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Says Brightly Painted Used Cars Appeal to Buyers 
Modern Metallic Finishes aa Soe be ence 


Recommended to Dealers 


By E. M. LUBECK 


, 


DETROIT. Having demon- | 
strated through its own field force | 
that used cars refinished in | 
bright sparkling colors attract | 
more attention and sell quicker | 
and at higher prices, the Ditzler 
Color Co., here, maker of auto- 
motive finishes, is urging dealers 
to refinish used cars in hues that 
correspond to the new cars. Ditz- 
ler’s own field men have been 
working with dealers and report 
quick sales because of the added 
attractiveness given the cars at 
an extremely low cost to the 
dealer. 


Ditzler officials are now show- | 
ing a new series of finishes in 
polychromatic enamels which are 





Pontiac's Dealer Policy 


easily and quickly applied to cars 
which have been conditioned for 
refinishing. The colors are all of 
a metallic luster and at a cost 
of less than $5 a car for the ma- 
terial alone the dull, shabby, fin- 
ishes of the used cars can be 
quickly changed to a brilliant 
finish which will attract attention. 


| Twelve distinctive polychromatic 


enamel finishes are being offered. 
Coupes can be finished with the 
new sheen colors for only a few 
dollars. 


The new line of colors which 
appear to be especially adaptable 
for used cars or trucks, is of the 
enamel type into which there has 
been incorporated polychromatic 
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base material which produces the 


iridescent effect popular with new 
car buyers. When the spray or 
brush job has been finished it is 
claimed no polishing or rubbing 
is required to create the polychro- 
matic effect. 


At a normal temperature of 70 
degrees F. the new enamel will 
dry out of dust in approximately 
15 minutes and ready for use in 
a few hours without leaving 
streaks or waves. 


Dealers in the Detroit area 
who have adopted the new poly- 
chromatic enamels to cars in 
stock say that used car prospects | 
instinctively turn away from the 
cars which have had their original 
finished renewed, in favor of 
those which have been finished in 
the newer iridescent finishes and 
that sales are being made easier 
and at higher prices, A case is 
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fered at a special price for a 
quick turnover. He came back 
in a few days and bought the same 
car at a higher price because it 
had been changed from a com- 
mon black into a polychromatic 
grey green with all the sheen of 
a new car during his absence, The 
cost of making the change to the 
new 1936 car color was less than 
$7 including the labor. The buyer 
paid $18 more for the job simply 
because it attracted his fancy 
and because he got a car which 
had none of the ear marks of a 
conventional used car. 


Ford Cleveland Exhibit 


CLEVELAND.—Among exhibitors 
at the Great Lakes Exposition, June 
27 to Oct. 4, will be the Ford Motor 
Co. Fords, Lincolns and Lincoln- 
Zephyrs, together with working ex- 
hibits of the automobiles, cut-away 
motors and turn-over chassis and 
specially built devices and acces- 
sories, will be displayed. 


| 





| 100,000 population 


| Terraplane 
| carefully all cars brought in for 
| service and to direct the 
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Grade Crossing 
Fatalities Rise 
To 4-Year High 
(Special from ADN Washington Bureau) 


WASHINGTON. — More per- 
sons lost their .lives in grade 
crossing accidents last year than 
in any other twelve-month since 
1931, figures compiled by the 
safety section of the Assn. of 
American Railroads showed 
this week. In spite of concen- 
trated efforts by the railroads 
and various safety organizations 
to impress upon the public the 
necessity of exercising the utmost 
caution in crossing tracks, 1,680 
were killed. Comparative totals 
were: 1934, 1,554; 1933, 1,511; 1932, 
1,525; 1931, 1,811. A total of 4,658 
were injured, an increase of 358 
over the preceding year. 

The number of highway-rail- 
road grade crossing accidents in 
1935 reached 3,933, compared with 
3,728 in 1934, 

Fatalities last December to- 
taled 220, or an increase of 43 
above December, 1934. The num- 
ber injured was 606 compared 
| with 525, in 525 accidents com- 
pared with 444 crashes in De- 
cember, 1934. 

“Although the number of fa- 
| talities in 1935 was somewhat 
| greater than in the preceding 
| three years,” the association 
| comments, “there has been an 
improvement in recent years in 
the grade crossing accident situ- 
| ation, due to safety campaigns.” 





Tracy Pleads 
For Safety Aid 


DETROIT. — Automdbile acci- 
dents in the United States cause 
| an average annual loss of $2,- 
| 500,000,000, much of which could 
| be avoided, according to W. R. 
| Tracy, Hudson vice-president in 
charge of sales. 

Tracy quoted these figures in 
| an appeal to every one of the 
company’s 3,000 dealers and dis- 
tributors to stress safety in the 
servicing of cars brought to their 
stations for lubrication, check- 


| ing or repairs. 


Tracy called on all Hudson and 
dealers to _ inspect 


atten- 
tion of their owners to anything 
that might result in an acci- 
dent. 

“Safety inspection will be 
given every car brought in for 
servicing,” said Tracy. “Often- 
times, just a minor difficulty that 
can be quickly and cheaply reme- 
died if noted in time, may result 
in a major failure that might 
cause injury or death in an acci- 
dent on the road.” 


Link ‘Bisttee 
And Road Funds 


NEW YORK.—Death and di- 
version of highway funds go to- 
gether, it is indicated by a study 
recently completed by the Amer- 
ican Petroleum Industries Com- 
mittee. " 

Based on the death rate com- 
pared with the gasoline consumed 
in 1934, it was found that the 24 
states which had a higher than 
average rate included 16 which 
practiced diversion. 

Using the number of registered 
cars as a basis, it was found that 
the 24 states which had a higher 
than average death rate included 
17 which practiced diversion, 
while a third method of compari- 
son based on the death rate per 
showed that 
13 of the 24 states with the high- 
est death rates practiced diver- 
sion in some form. 
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Henry Ford’s Rise Was One of Constant Work 


Encouraged by by Edison; 


Has Faith in ‘Midihetec 


DETROIT. 


sented last Sunday night over the 


Ford Sunday Evening Hour by | 


William J. Cameron, spokesman 
for the Ford interests. In de- 
scribing the life and accomplish- 
ments of the industrialist, Cam- 
eron said: 

“Born in civil war days on a 
Michigan farm; schooled by a 
teacher who was a cooper on Sat- 
urdays; taught dietetics by his 
mother when discovered trading 
his lunch of wholesome bread for 
cake; in play hours building dams 
in county ditches, to run crude 
machines by water power; doing 
endless farm chores; tinkering in 


atic, 
Chrom work 


ady at W 
NN over th 


A seven-minute | 
biography of Henry Ford was pre- | 





the long evenings with neighbors’ 
clocks and watches, Motherless at 
13. That was his childhood. 


Repaired Watches 

“At 16 walked from farm to De- 
troit hunting a job. Labored by 
day at dry-dock engine works; 
paid room rent by repairing 
watches at night—being kept out 
of sight by the jeweler, lest cus- 
tomers might doubt so young a 
lad could do an _ expert job. 
Worked at the railway car shops; 
barely missed discharge by quit- 
ting— because he angered the 
older hands by making in half an 
hour repairs that ordinarily re- 
quired half a day. “I learned 
then not to tell all I know,” he 
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I thought everyone 


says, “but 
wanted to learn the better way. 
Worked nights at a vise clamped 
to his boarding house window sill, 
until the young teacher in the 
next room complained that it set 
her teeth on edge. Talked with 
gray-hiired mechanics wherever 
he could; took any job, to tear new 
knowledge out of it; thrilling 
throughout his being to every 
form of machinery as others thrill 
to music. Delighting in country 
dances; attending business col- 
lege nights and Sunday school on 
Sundays, asking questions seldom 
answered. Attracting the atten- 
tion of the girl he married by 
eagerly showing her a watch he 
made that kept two times—quite 
different from the other swains 
who giggled. Operated a thresh- 
ing engine; traveled as_ service 
man to traction engines; set up 
his own sawmill, himself sawing 





the lumber for his first house. 
That was his youth and early 
manhood. 


Encouraged by Edison 

“At 28, engineer for the Edi- 
son Illuminating Co. of Detroit, 
where single-handed he installed 
the eight-hour day for his help- 
ers. Working nights on a horse- 
less carriage, greatly encouraged 
by Thomas A. Edison; running his 
first little car around Detroit to 
the consternation of horses and 
the amusement of men; and—typ- 
ical of his engineer’s conscience— 
waiting seven years after his first 
car ran before he would sell one. 
So he came to his 40th year and 
began to make automobiles. 

His initiation in business was 
a court battle—a closed associa- 
tion of manufacturers refused him 
permission to make his own car; 
he won, and liberated the entire 
industry from that obstruction, as 
was told in a previous talk. The 
first three men he employed work 
for him yet. Sold, delivered and 
serviced his first cars himself. 
Father warned him he was pro- 
ducing too fast—35 cars a week! 
—thought such big production 
would saturate the market, ex- 
haust the demand. The business 
grew—outgrew several factories 
—Ford always adventuring. “Good 
enough” was not good enough. He 
ran the price of a Ford car down 
from $2,000 in 1906 to $360 in 
1916. He ran production up from 
six cars a day to 9,000. From $2 
a day, he ran wages up to a $7-a- 
day minimum. In 1915, his vol- 
ume reaching 300,000 cars, he re- 
turned $50 to each purchaser and 
cut the price. Always trying the 
untried, he inspired Edgar Guest’s 
famous poem— 

“He started to sing as he tackled 
the thing 
That couldn’t be done, and he did 
=” 
Holds Production Records 

“He won and retains every au- 
tomobile production record ever 
made—for the number of cars 
sold; for the number of cars of 
any model sold; for the number 
of cars on the road today, and 
for the number of cars that have 
been longest on the road; for the 
number of countries throughout 
the world in which his cars are 
made. 

“In mechanical progress a per- 
sistent pioneer. Introduced and 
developed alloy steel for automo- 
tive use, making possible great 
strength without excess weight. 
First to introduce enclosed brakes, 
the six-brake system, the float- 
ing axle, the welded steel wheel, 
the all-steel safety body, the one- 
piece cylinder block casting, the 
removable cylinder head all 
eventually adopted by the auto- 
motive industry. First to equip 
low-priced cars throughout with 
safety glass; first to use torque 
tube drive; first, and thus far the 
only one, to adapt the V-8 engine 
to the popular car. Demonstrating 
how a score of things’can be done 
when people get ready to do them. 
Constantly working on plans and 
experiments to give agriculture a 
larger industrial market. His 
greatest personal pleasure—creat- 
ing more jobs. His constant goal 
—high and yet higher wages. 

“Outside of business, preserves 
American folk music and dances; 
rescues the old landmarks—Long- 
fellow’s Wayside Inn, “Mary’s Lit- 
tle Lamb” schoolhouse; court- 
house where Lincoln began to 
practice law; the laboratories 
where Edison wrought his won- 
ders; McGuffey readers. Estab- 
lishes schools and trade schools. 
Builds great American museum 
and historical village, as an in- 
stitute of technology for young 
Americans. During his_ recent 
Georgia vacation he ‘rested’ by 
building a sawmill and wood- 
working shops for young people. 
Contends there are 50 opportuni- 
ties open today where one ex- 
isted when he was young. Believes 
there can be no substitute for 
work. Looks for the ultimate pro- 
hibition of war. Faces the future 
unperturbed, with faith in the 








THE ALL-ADJUSTABLE seat 
of the De Soto Airflow sedan may 
be moved forward or backward, 
and raised or lowered. The entire 
seat may be tilted at any angle. 
Height and angle are controlled 
by a small crank, 


American people and American 
destiny. Says if he knew any 
better way of helping than by 
sticking to his job he would do 
it. And so, at the age of 73, his 
face is in the light; he believes it 
is still oe ere in America.” 


SAE Tractor Meeting 
Scheduled for Milwaukee 


NEW YORK.—Tractor, agricul- 
tural and industrial power equip- 
ment engineers, executives and 
users will meet in Milwaukee Apr. 
15 and 16 to participate in the 
program of the fourth general 
tractor meeting to be held by the 
Society of Automotive Engineers 
in the last three years. The meet- 
ing will be under the auspices of 
the tractor and industrial power 
equipment committee of the so- 
ciety, of which A. W. Lavers, chief 
engineer of the Minneapolis Mo- 
line Power Implement Co., is 
chairman, and Elmer McCormick, 
chief engineer of the John Deere 
Tractor Co., is vice-chairman. 


Cc. G. Krieger, agricultural en- 
gineer of the Ethyl Gasoline Corp. 
and past vice-president of this ac- 
tivity; G. W. Curtis, district man- 
ager of the Timken Roller Bear- 
ing Co., and Chairman C. E. Frud- 
den, chief engineer of the Allis- 
Chalmers Mfg. Co., constitute the 
tractor meeting committee that is 
directly responsible for the pro- 
gram. 


Charles S. Lockwood 


NEWARK.—Charles S. Lockwood, 
who worked with John Wesley Hyatt 
on the invention of the Hyatt roller 
bearing, died here recently in his 
86th year. 

As an active member of the Hyatt 
experimental laboratory staff almost 
up to the time of his passing, Mr. 
Lockwood’s career covered 62 years 
of service in the employ of John 
Wesley Hyatt and the companies 
Mr. Hyatt founded. More than 44 
of these years were devoted to the 
Hyatt Roller Bearing Co., since its 
incorporation in 1892. As “60 years 
of service” testimonial dinner was 
tendered to him by his Hyatt asso- 
ciates in December, 1934. 

In the name of Mr. Hyatt who 
lived to be 838, there are up- 
wards to 250 patents, and records 
show Mr. Lockwood to have nearly 
100 patents in his name. 


Mexican Sales Up 


WASHINGTON.—Sales of motor 


vehicles in Mexico last year more 
than doubled the total for 1934 
and established an all-time record, 
Assistant Trade Commissioner Hor- 
ton Henry, at Mexico City, advised 
the Commerce Department this 
week. 

Normally half of all automobile 
sales in the southern republic are 
in Mexico City, Henry stated, but 
during 1935 sales outside the capital 
showed proportionately larger gains 
than those in Mexico City. New 
registrations in the Federal District 
totaled 5,361, an increase of 36 per 
cent over 1934. 
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GREATEST INDUSTRY 


Congratulations 


1 certainly want to extend to you my 
congratulation covering the semi-annual 
REVIEW & REFERENCE Book received 
this morning. 

1 am sure that all automobile dealers 
will welcome the very helpful informa- 
tion contained in this book.—James M. 
O'Dea, Graham-Paige distributor, Detroit. 


Corker 


Just received a copy of Automotive 
Daily News’ second Review and Refer- 
ence Book. Gee! but it’s a corker ... 
my congratulations, and | sincerely hope 
it brings the necessary returns and re- 
sults. — James Levy, Buick Dealer. 
Chicago. 


Missing 

The only thing missing to make your 
recent review 100 per cent was the 
failure to list our name among the 
other manufacturers. 

We will be very pleased to have you 
include us in the next one if possible. 
—Jj. P. Carritte jr., vice-president of 
True Alloys, tnc., Detroit. 


Time Well Spent 


We are in receipt of your special 
edition (Review and Reference Book) 
of Automotive Daily News. The infor- 
mation of interest and value it con- 
tains makes the reading of it time well 
spent.—Ned Bailey, secretary Nebraska 
Automobile Dealers Assn., Omaha, Neb. 


Needs Two 


Our copy of your second Review and 
Reference Book has just come to my 
desk. In view of the large number of 
pertinent facts concerning production 
contained therein, §! would like very 
much to have another copy for my 
personal file. 

if available, will you please send me 
at once a copy, enclosing your invoice 
to cover any extra charge.—John P. 
Mahoney, vice-president in charge of 
production, Bendix Products Corp., South 
Bend, Ind. 


Bigger, Better 


Automotive Dally News’ second edition 
of its Review and Reference Book is out, 
BIGGER AND BETTER THAN BE- 
FORE. This “almanac of the automotive 
industry’ contains a detailed directory 
of the industry, financial data about 
automobile companies, passenger and 
commercial car registration from 1929 
to 1934, a chronology of motor vehicle 
development and a wealth of other data 
regarding numerous angles of this auto- 
motive world.—New York Sun. 


Distribution 


Expansion in the number of sales and 
service outlets, a new development in the 
automobile industry, constitutes an im- 
portant solution of merchandising and 
distribution problems for dealers in the 
future, according to the Review and Ref- 
erence Book just issued by the Auto- 
motive Dai'y News, 

ord dealers have taken the lead and 


now operate more than {000 neighbor- 
hood sales and service stations to supple- 
mont the facilities of their main estab- 
lishments, it is pointed out in a discus- 
sion by Sinsabaugh. Other manufacturers’ 
dealers are falling in with the idea, he 
adds.—Chicago Daily News. 


Sales Solution 


Expansion in the number of sales and 
service outlets, a new development in the 
automobile industry, constitutes an im- 
portant solution of merchandising and 
distribution problems for dealers in the 
future. according to the Review and 
Reference Book jist issued by the Auto- 
motive Daily News, Detroit. 

Known as the Neighborhood Sales and 
Service plan, this increased outlet move- 
ment is making rapid headway among 
automobile factories and dealers, states 
Chris Sinsabaugh, editor and former well 
known Chicago newspaper man.—Chicago 
Journal of Commerce. 


In a Big Way 

Automotive Daily News’ Review and 
Reference Book, giving complete statis- 
tical information as to 1934 operations 
in the industry, is off the press. The 
book is a bi-annual production of this 
Detroit publication. Not only does it 
carry data as to 1934, but in a big 
way it is an automobile almanac giving 
production and registration figures for 
both cars and trucks, financial data, 
sales figures and other valuable informa- 
tion of interest to the industry as a 
whole.—Detroit Free Press, 


Appreciated 


The Detroit News acknowledges with 
sincere appreciation the receipt of a copy 
of the extra edition of May 3! of the 
Automotive Daily News, received today. 

We have many calis for the data 
found in it and will use the book 
frequently. We will appreciate being on 
the list for any publication from your 
press.—Frances €. Curtiss, Research 
Librarian, Detroit News. 


Sales Service 


Expansion in the number of sales and 
service outlets constitutes an important 
solution of merchandising and distribution 
problems for dealers in the future, ac- 
cording to the Review and Reference 
Book, just issued by the Automotive 
Daily News, Detroit. 


Minutest Detail 


In all instances, such as sales, pro- 
duction and specifications, the figures 
are worked out in minutest detail. The 
object of the book is to make it the 
“almanac of the automotive industry.’’— 
Chicago American. 


Wants Extras 


1 feel | must register with all those 
who deserve it my enthusiastic praise of 
the grand job that it represented by 
your latest Review and Reference number. 

From experience with the first Refer- 
ence number that you put out, | have 
learned that these things are pretty hard 
to keep your hands on because someone 
is always ‘“‘borrowing’’ them. 

Wonder if one of you will help me 
solve this problem by letting me know 
how much a half dozen extra copies of 








What they said about the ALMANAC 


this would cost so that we can put one 
in the hands of everyone in our office 
who is likely to need it?—Steve Bryce, 
Automobile Mfrs. Assn., New York City. 


Data Hard to Get 


The trade publication, Automotive Daily 
News, has issued a Review and Reference 
Book, giving statistical informatien as to 
1934 operations in the industry. 

The book almanac gives production and 
registration figures for both cars and 
trucks, financial data, sales figures and 
other information of interest to the 
industry. Used car data, so hard to get, 
is found in it, as well as several re- 
views.—Detroit News. 


Clear, Concise 


Six months ago ! had occasion to 
write you, complimenting Automotive 
Daily News on its first Review and 
Reference number. 

It seemed to me at that time that 
you had done the best possible job in 
presenting important statistical infor- 
mation to those in the automobile 
industry. 

Your new Review and Reference edi- 
tion in color is so far superior to the 
first that | am led to wonder what more 
you can do to improve it.—W. H. 
Mason, Publicity Director D. P. Brother 
& Co.,” Detroit. 


Auto Almanac 


Automotive Daily News, Review and 
Reference Book, giving statistical in- 
formation on 1934 operations in the 
industry, was placed on sale last week. 
The book Is an almanac of production 
and registration figures for both cars 
and trucks, financial data and other 
automotive information.—Detroit Times. 


Masterful 


Congratulations on your Review and 
Reference Book, which is certainly a 
masterful accomplishment. 

| can’t quite understand why there 
shouldn't have been three times as much 
advertising as appears, because the merit 
of your endeavor surely justifies it.— 
Geo. N. Diederich, Publisher Chevrolet 
Dealers’ News, Chicago. 


Most Complete 


1 am so favorably impressed with the 
Automotive Dally News, Review and 
Reference Book that | can not resist 
writing you and saying so. 

it is a distinct credit to your 
organization, and it is the most com- 
plete compilation of automotive figures 
| have ever seen.—O’Mara & Ormsbee. 
Inc., Publishers’ Representatives. Preston 
Roberts, Detroit Office. 


Master piece 


The second edition of the Automotive 
Daily News Review and Reference Book 
is a masterpiece of valuable information 
to the automotive industry. 

You deserve the highest praise from 
every company connected in any way 
with the automotive industry. — Cory 
Adams. Manager Automotive Dept. New 
York World-Telegram. 
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Complete Passenger Car Registrations, 1930-1935 
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e 3rd Annual Review & Reference Book 


.--new 
feature 


NU eae 
BUYERS 
GUIDE 





Edited and Published by 


* 
utomotive Daily News 


The 1936 Automotive Almanac will carry a 
BUYERS’ GUIDE in addition to the estab- 
lished Who’s Who. In this Buyers’ Guide 
a listing the name of every company which 
scribers with the Issue of May 30th. 1936 appears in the Who’s Who will ALSO be 
listed under a heading designating the 
principle products manufactured. 


Imanac — now in its third year of service to the industry—will Buyers’ Guide Advertising 
Classified advertisements will be accepted 
; 1 1 to in the columns of the B ’ Guide 
re indispensable than ever before. The Almanac is the only book 0 ee eee ee 


These advertisements are limited to one 


st fast-moving industry. Only in its pages can much of the vital sta- column in width and are not to exceed six 


inches in length. 


found in compact and useable form. It lives a useful life—it Rates: $15 first column inch—$10 per inch, 
each additional inch. 





ference book of the automotive industry of interest to 


er, jobber and manufacturer alike! 


the 355 Features in the 1936 ALMANAC 


35 Lists of 40 Years Auto Registrations, 1895 to 1935 Price Classes, Cars and Trucks—1930 to 1935 
Chronology of Automotive Development Automotive Advertising Expenditures 
Truck Equipment and Makers Dividend Payments, Automotive Companies 
35 Financial Structure Automotive Industry Compilation of Speed Records 
crease Used Car Sales Analysis Chronology of Important News Events—1935 
Exports of Automobiles and Commercial Cars Analysis Automobile Financing 
lakers Complete Listing All Trailer Builders Parts and Accessory Production Statistics 


' 
ms for Advertising Space and Extra Copies NOW! 


fomotive Daily News 


The Trade Newspaper of the Industry WILLARD R. COTTON 


Western Adv. Manager 


DETROIT 189 N. Mich. Ave., Chicago, Illinois 
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Follow-Up Letter Series Gets Service Business 


Vancouver Operator F inds 
Mail Carrier Silent Partner 


VANCOUVER, B. C.—Combin- 
ing the maximum in service with 
intelligent use of a series of fol- 
low-up letters, Boultbee, Ltd., lo- 
cal service station operators, 
have consistently developed their 
business until the organization is 
now recognized as one of Van- 
couver’s major establishments. 

Roy Holbrook, one of the exec- 
utives of the firm, has developed 
the follow-up system, which is 
one of the most important fac- 
tors in its development. A sur- 
vey is made of every car which 
comes into the station for any 
service. The car is placed on the 
brake testing unit and _ foot 
brakes checked. Inspection is 
also made of brake shoes and 
drums, and all details reported 
on an inspection sheet. 

This inspection sheet contains 
space for the order number of 
the work order put through for 
the job, and also for the name, 
address and telephone number of 
the car owner, license number, 


OU’VE met him. A chronic crab. Give 
him the slightest grounds for a squawk 


make of car, mileage shown on 
register, etc. On this sheet the 
mechanic enters his report on in- 
spection of brakes, headlights, 
windshield wiper, horn, etc. This 
sheet accompanies each work or- 
der issued and is filled in by the 
mechanic doing the work on the 
car. 
Suggests Needed Work 

The inspection sheet is then 
given the service manager and 
when the customer comes in for 
his car this official informs him 
of the results of the inspection. 
In instances where the brakes, or 
other section of the car, are 
found in a very bad condition the 
service manager at once seeks 
to communicate by telephone with 
the car owner, and suggests the 
work be done at once while the 
car is in the garage. If the 
owner is not agreeable to having 
additional work done immedi- 
ately, or if the condition of his 
car does not render this imme- 


about his new car and he’ll let out a moan they 
can hear in Frisco. 

Fortunately there are few of his kind, but 
even one of these kickers can kill a dozen or 
so potential sales. 

So it’s good business to do everything in your 
power to see that every potential kicker be- 
comes an enthusiastic booster. Which means, 
among others, doing two things. 

First . . . fill the crankcase of every car you 
deliver with the world’s finest motor oil, Gulf- 
pride. This 100% Pure Pennsylvania oil will 
do more to keep a good motor in good shape 


HERE'S A MOVE 
THAT'S MEANT EXTRA 
CUSTOMERS TO HUN- 
DREDS OF DEALERS! 


Gentlemen: 


diately necessary, the inspection 
sheet is filed. 

A few days later the service 
manager phones the car owner 
to enquire if the job rendered has 
proven satisfactory. This estab- 
lishes the second contact. 


Collect All Data 


In the meantime, the young 
lady in the filing department has 
made a card out containing all 
the data shown on the inspection 
sheet. At the bottom of each 
card are numbers running from 
1 to 3. These correspond to a 
series of letters designed by the 
firm as follow-ups. 

These numbered letters are 
really form letters, but each is 
typed separately and sent out in 
the nature of a personal com- 
munication. The letters are de- 
signed to cover all conditions 
which the inspection might re- 
veal, and, as a result, this de- 
partment practically runs itself 
without imposing a load on the 
time of the management. The 
young lady in charge of filing 
looks up her record, sees the 
condition of the car, selects a 
suitable form letter, copies it, 
and mails it to the car owner. At 


than any other oil made. It forms far less sludge 
and gum—and has actually lubricated automo- 
bile motors for 80,000 miles without any need 
of removing carbon! 

Second ... load the tank with Gulf No-Nox 
Ethyl, Aviation Grade Gasoline. It adds zip toa 
fast car, gives it even more pick-up, power and 
pep ... and helps you transform a natural 
doubting Thomas into an extreme enthusiast. 

Get the complete story how Gulf can help 
you make car owners happier and sprout new 
sales for you. Also get a FREE supply of those 
popular Gulf booklets, “‘15 Ways to Save Gaso- 
line Money”—to pass out to all your customers. 
The coupon will turn the trick. Mail it—today. 


GULF, 3800 Gulf Building, Pittsburgh, Pa. 


) Please send full information about your special plan 
for motor car distributors and dealers. 


] Please send me FREE copies of that booklet so many 
people ask for, ‘15 Ways to Save Gasoline Money.” 


(Check either or both of above wanted, and mail at once.) 


Name 


GULF OIL CORPORATION 


OF PENNSYLVANIA 


GULF REFINING COMPANY 


Street 


City 








—N. Y. Daily Mirror-International News Service Photo. 


THOROUGHLY LIQUID are the stocks of Goldie Motors, Inc., 
Pontiac dealers in East Hartford, Conn. Sunk in the six-foot flood 


there recently, only the tops of some of the cars are showing. 


The 


salesroom, too, is getting its share of the water. 


the same time a certificate of 

inspection of brakes and electri- 

cal equipment is enclosed. 
Explains Prices 

In No. 1 letter the firm points 
out to the owner that his brake 
drums were found to be badly 
scored, resulting in cut linings. 
It is explained that under the cir- 
cumstances adjustments were 
made to make the brakes as ef- 
ficient as possible, but it is sug- 
gested that at his earliest con- 
venience he should bring his car 
in and have new lining installed 
and bands turned down. It is 
explained that the brake drums 
on the car in their present state 
would not permit lining giving 
normal wear. The letter con- 
cludes with a flat price rate, and 
recommends a _ superior grade 
lining. 

The system has proven ex- 
tremely satisfactory, according 
to Holbrook, who recalls innum- 
erable instances where really 
large jobs have been developed 


and transient customers turned | 


into regular patrons. 





Star Salesmen Dip 
Into Dealer’s Candy 


NEW ORLEANS.—E. A. 
Stephens, president of Com- 
munity Motors, Inc., New 
Orleans Buick and Pontiac 
distributor, has a novel idea 
for promoting 90-day sales 
of used cars. Every time 
one of his salesmen dis- 
poses of a used car, he is 
allowed to take a deep grab 
at a large candy jar of 
nickels kept for that pur- 
pose. Three sales in the 
past 10 days have aggre- 
gated $4.50 to $6.25 of nickels 
per grab. Stephens started 
off with $75 worth of nickels 
in the jar and the level is 
already showing signs of 
going down to a low water 
mark, 











Sloan Endorses Safety 


Campaign 


NEW YORK. — Likening the 
present safety campaign to a war 
that mobilizes the vigorous, united 
efforts of an entire people, Alfred 
P. Sloan jr., president of General 
Motors, spoke over an NBC net- 
work at a luncheon of the Na- 
tional Safety Council in the Ho- 
tel Pennsylvania here Monday. 
The occasion was the awarding of 
prizes to the six cities winning 
the fourth annual national safety 
contest. 

The enemies in the war, Sloan 
said, are inadequate highways, 
unsafe automobiles, antiquated 
and conflicting laws and careless 
and inconsiderate drivers and pe- 
destrians. 

The six winning cities—Evan- 
ston, Ill.; Milwaukee, Wis.; Prov- 
idence, R. I.; Syracuse, N. Y.; Su- 
perior, Wis., and Swissvale, Pa.— 
have proved that the job can be 
done, Sloan pointed out. In prov- 
ing it they actually save 589 lives. 
Had the rest of the country done 
as well, 6,400 1935 victims would 
be alive today, Sloan said. 

Sloan, speaking on behalf of the 
automobile industry, pledged its 
co-operation and expressed confi- 
dence in the work of the National 
Safety Council. “We are throw- 
ing our material resources into 
the fight and the personal ener- 
gies of our entire industry,” he 
said. 

“We most gratefully acknowl- 
edge the increasing efforts of the 
newspapers and the radio, which 
are doing so much to make the 
man on the street realize his in- 
dividual accountability for safe- 
ty,” Sloan continued. 

“The need of education is im- 


at Luncheon 


perative, of course, but we must 
not forget for one instant that 
the shock troops in this war are 
the public officials who are 
charged with building, maintain- 
ing and policing our highways. 
The automobile industry joins the 
National Safety Council in stand- 
ing squarely behind these author- 
ities and giving them maximum 
encouragement and assistance in 
building and maintaining an ade- 
quate street and highway system, 
enacting uniform standard laws 
and enforcing these laws impar- 
tially and intelligently.” 

Among those on the program 
were Alvan Macauley, president 
of the Automobile Manufactur- 
ers Assn.; the mayors of the six 
honored cities and governors of 
Illinois, Minnesota and Delaware. 


Replace Old Cars 


MONTREAL.—In the last year 
the Ontario government has bought 
40 motor cars, 58 trucks, 18 snow 
ploughs and 14 tractors, the On- 
tario legislature was told by Hon. 
H. C. Nixon, provincial secretary. 
In almost every case the purchase 
was to replace old vehicles which 
were turned in, the report stated. 


George P. Faulkner 
PORTLAND, Ore—George P. 
Faulkner, 47, president of the whole- 
sale automotive house which bears 
his name, died recently from a heart 


attack at his place of business. He 


is survived by his widow. 
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The Free Flow of Merchandisé 


Is the Thing That Makes Any Market Worth While 


If you say, “How is business?” to the sales- 
manager of any great manufacturing concern, he 
will probably look at his map of the United States 
and answer something like this: 


“Omaha’s good. Kansas City is fair. Cleveland 
not so hot.” Or it may be Buffalo, Detroit, and San 


Francisco. 


The point is that, while he is looking at the 
United States, he is thinking of the particular con- 
dition of his own business in “central spots”, and 
knowing that as a rule the “territory” surrounding 
these central spots will be about the same. 


But what his mind is considering all the time is 
the xumber of spots where he is getting a free flow 
of merchandise; where whatever he is making is 
going out to his distributor or his factory branch 
in certain profitable quantities week after week and 
month after month; where his branch or his distrib- 
utor is “feeding” that merchandise to the retailers 
in steady, even streams; and where the consumers in 


that territory are taking that merchandise from the 
retailers’ shelves or floors in the same even, steady 
streams, and /iking what they get. 


In other “‘spots” which are “‘not so hot’’, as he would express 
it, the flow of his merchandise is sluggish, he is never sure when 
his next order is coming in, his distributor or branch does not 
seem to be able to move its stock with regularity, his stuff is 
clogging up on the retailers’ shelves or floors; the consumers 
are not buying freely. And that means trouble. Trouble of 


every kind. 


So what every sales-manager is looking for is an increasing 
amount of territory where he is getting a free flow of merchandise. 


x k k * 


And, of course, that is what publishers are really striving for 
in the magazine field, a free flow of their merchandise which is 
—their circulation. Because such free flowing circulation is 
more profitable to the publisher, to the advertiser, to everyone 


concerned. 


Therefore, it is important to realize that in the magazine 
publishing field, Macfadden publications have the largest free 
flow of merchandise (voluntary* circulation) that has ever been 
reached in this country or any other. Nothing else like it has 
ever been known before. 


Put into dollars instead of copies and applied to newsstands 
alone, it is even more startling. Each year the public lays down 
on the newsstand counters of America almost as much for the 
Macfadden magazines as it does for three other of the largest 
publishing houses combined. 


*Voluntary circulation is the number of copies of a magazine that people 
will buy, issue by issue, if left to their own devices. 


Newsstand Purchases 
(Dollars) 


Macfadden Publications, Inc... . $8,851,783 
Publisher ‘‘B”’ 3,950,583 
Punpeeeer “OO” wg kt ls ° 3,659,791 
Publisher “SD” . . . . . . 2,998,828 


x kk * 


The figures are as follows: 


It must be all too evident from the above figures that no other 
magazine publisher could afford to rest his case, for a single 
week or a single month, upon that same free flow of magazine 
circulation which Macfadden publications have been able to 
count on week after week and month after month for years. 
That tremendous difference must be made up in other ways. 


Week after week Liberty Magazine feeds nearly three mil- 
lion copies through its hundreds of thousands of channels of 
distribution, and nearly ninety per cent of this is “free flowing 
merchandise”. Bought by the single copy from week to week, 
without kick-back and without regurgitation, simply because 
people want it that week. And this has been going on for years. 


Nearly every month True Story Magazine feeds out over 
two million four hundred thousand copies through these same 
channels of distribution, and again nearly ninety per cent of 
it is “‘free flowing merchandise”. A magazine that is bought 
from month to month by people who come up and ask for it 
by name. 


Nearly every month the Macfadden Women’s Group feed 
out over two million seven hundred thousand copies of their 
magazines through these same channels of distribution, and 
again over ninety per cent is “free flowing merchandise’’. 


And every central spot in America, together with all of the 
surrounding territory, is getting this free flow of Macfadden 


circulation. 
=x wk k * 


Now, if it is not hard to interpret the greater value of free 
flowing merchandise in the products field, it certainly is not hard 
to interpret its value in the magazine field. 


First, free flowing circulation always goes where people are 
spending money. The current purchase of magazines certainly 
does not precede the purchases of the necessities of life. 


Next, in the circulation field it very definitely means the 


more immediate use of a publication. It is very hard to conceive _ 


of a person stepping up to a newsstand and buying a Liberty 
or a True Story or a Women’s Group Magazine with the idea 
of reading it at some indefinite future time, as he very well 
might do if he subscribed to it for a year or for three years. 


It is a safe assumption, therefore, that any magazine that 
is bought by the issue is read at the time. And it is equally 
safe to assume that an immediate reading automatically implies 
immediate response. We find it so in letters and manuscripts 
that come to our editorial department, just as you advertisers 
have found it so in the returns that come to your own adver- 


tising departments. 
It is not by chance, therefore, that advertisers using 


Macfadden publications are constantly referring to their imme- 
diate responsiveness. It couldn’t very well be otherwise. 


And this is one of the greatest and most satisfying values 
of the Macfadden Volume Market. 


a 
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Supreme Court Decision Clarifies Anti-Trust Laws 
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Sugar Institute re Case Watched | 


By Motor Representatives 


By WILLIAM ULLMAN 


WASHINGTON. — Representa- 
tives of the motor industry here 
discern far-reaching consequences 
in the manufacture and merchan- 
dising of motor vehicles and re- 
lated businesses as the result of 
the U. S. Supreme Court decision 
this week in the Sugar Institute 
case. The decision, unanimous 
except for the fact that two jus- 
tices did not participate, is be- 
lieved to greatly clear the air as 
to the highest bench’s views on 
what constitutes “adherence to 
prices” under the anti-trust laws. 

In the case at issue the Su- 
preme Court sustained a decision 
of the Federal District Court in 
New York enjoining the Sugar 





Institute, a trade association, 
from continuance of agreements 
affecting prices of sugar. It de- 
clined, however, to sustain the 
ruling of the lower tribunal that 
practices of reporting or relay- 
ing of information as to current 
or future prices should be discon- 
tinued. 

The decision is interpreted as 
leaving the institute free to do 
the things specified and similar 
practices in the motor and other 
industries are, accordingly, now 
regarded as legal: 

“Effectuating any system for or 
systematically reporting to or 
among one another or competi- 
tors or to a common agency, in- 





formation as to current or future 
prices, terms, conditions, or 
freight applications, or lists of 
schedules of the same; 

“Relaying by or through any 
common agency, information as 
to current or future prices, terms, 
conditions or freight application 
or any list or schedule of the 
same; 

“Giving any prior notice of any 
change or contemplated change in 
prices, terms, conditions or freight 
applications, or relaying, report- 
ing or announcing any such 
change in advance thereof.” 

Hughes Explains 

In the _ 10,000-word decision 
Chief Justice Hughes said: 

“The restrictions imposed by 
the Sherman Act are not mechan- 
ical or artificial. 
aimed at contracts and combina- 


tions which ‘by reason of intent | 


or the inherent nature of the con- 


Frese 00000 Extbia Families. 
belong on your Trospoet iol 


Anpb there’s only one way to reach them—-through NEWS-POST advertising. Who are they? 


60,000 average families 


mass and class 


small car buyers 


large car buyers—non-car owners 


—waiting to be sold. For they are the Extra Market Coverage which NEWS-POST advertising 


gives you. Here are the figures: 


106.829 Home Delivered Circulation—29.000 more than any 
other Baltimore Evening Paper. 
169.062 City Zone Circulation—48.000 more than any other 
Baltimore Evening Paper. 
183.4336 Trading Zone Circulation—52.000 more than any 
other Baltimore Evening Paper. 
200.179 Total Circulation—G61.000 more than any other Balti- 
more Evening Paper. 


(Figures from ABC Report 


—put the bulk of your schedule in the NEWS-POST 


For Sales Results 


12 months ending September 30, 1935) 


BALTIMO 


Baltimore’s Family Newspaper 


HEARST 


Represented Nationally by 


INTERNATIONAL ADVERTISING SERVICE 


Ropney E. Boone, General Manager 


Che Baltimore American is your best buy. It, too, 
gives you a plus coverage—circulation over 227,000—the 
largest in all the South, and over 30,000 more than any other 


Baltimore Sunday paper. 


* * * They are | 


| intendent 
plant. 


templated act, prejudice the pub- 
lic interests by unduly restrain- 
ing competition or unduly ob- 
structing the course of trade.’ 
“Designed to frustrate unrea- 
sonable restraints, they do not 
prevent the adoption or reason- 
able means to protect interstate 
commerce from destructive or in- 


Voluntary action to end abuses 
and to foster fair competitive op- 
portunities in the public interest 


process. And co-operative en- 
deavor may appropriately have 
wider objectives than merely the 
removal of evils which are in- 
fractions of positive law. 


Not to Be Condemned 

“Accordingly, we have held that 
a co-operative enterprise other- 
wise free from objection, which 
carries with it no monopolistic 
menace, is not to be condemned 
as an undue restrain of trade 
| merely because it may effect a 
|change in market conditions 
where the change would be in 
mitigation of recognized evils and 
| would not impair, but rather fos- 
| ter, fair competitive opportuni- 


| ties.” 





| Port Huronites Honor 


Chrysler Corp. Officials 

PORT HURON, Mich.—Indus- 
trial leaders, members of all serv- 
|ice.clubs and the Port Huron 
|Chamber of Commerce greeted 
|Chrysler Corp. officials at a 
luncheon here Wednesday which 
formally welcomed the Detroit in- 
dustrialists to the district. Chrys- 
ler last fall bought the old Wills 
Ste. Claire plant at Marysville, 
and has been remodeling it for 
the last three months preparatory 
to starting work. 

Chrysler officials who attended 
were R.P. Fohey, secretary; Nor- 
man Hoke, director of traffic; H. 
R. Matheny, plant manager of 
parts division, and Edwin F. 
Dieterle, newly appointed super- 
of the Marysville 





jurious practices and to promote | 
competition upon a sound basis. | 


may be more effective than legal | 
| on the proposal of the 





Prtcbsin Win 
Skirmish With 
Railroad Men 


WASHINGTON. Another 
skirmish in the guerilla warfare 
between the railroads and the 
motor trucking industry was 
fought here this week, the truck- 
ers winning the day. The occa- 
sion was a hearing before the In- 
terstate Commerce Commission 
eastern 
railroads to establish a free pick- 
up and delivery service similar 
to that of the western rail car- 


| riers. 


A flood of protests was climaxed 
by formal arguments by spokes- 
men of the American Trucking 
Assn., Inc., the Merchant Truck- 
men’s Bureau of New York and 
the Express Owners Assn., after 
which the commission, by a 7 to 
3 decision, suspended operation of 
the plan, which was to have gone 
into effect last Wednesday, until 
Nov. 1. In the meantime it will 
conduct a thorough investigation 
of the proposal. 


Spokesmen for the _ truckers, 
headed by Edward S. Brashears, 
general counsel, and J. Ninian 
Beall, attorney of ATA, and Par- 
ket McCollester, for the New York 
interests, centered their fire upon 
the railroad’s plan to allow five 
cents per hundred pounds to ship- 
pers and consignees performing 
collection and delivery service for 
themselves. 

Beall presented 10 specific ar- 
guments against the railroad pro- 
posal, the effect of which, he said, 
would be to “circumvent, through 
the device of tariff publication 
under Part 1 of the Interstate 
Commerce ‘Act, the statutory re- 
quirements that authority to con- 
duct motor carrier operations can 
only be obtained through com- 
pliance with the provisions of 
Part 2 of the act.” He also charged 
that the plan would authorize al- 
lowances to shippers “which are 
prima facie rebates in that they 
are for service the shippers are 
legally bound to perform without 
allowance.” 


Couzens Tells Commission 


Industries Are Puzzled 


WASHINGTON.—Efforts to kill 
| the basing point system of pric- 
| ing goods sold in interstate com- 
merce, which would revolutionize 
the merchandising of motor ve- 
hicles and other industrial prod- 
ucts, this week provoked a minor 
revolt within Congress. It found 
voice in Senator Couzens (R., 
Mich.) when he told the senate 
interstate commerce committee, 
which is holding hearings on the 


Traffic League Protests 


To Interstate Commiss’n 
WASHINGTON.—Meeting here 
last week the National Industrial 
Traffic League voted to record 
with the Interstate Commerce 
Commission the opinion that the 


ministered so as to exclude from 
the operation of the act transpor- 
tation of property three points: 

(a) Wholly within a munici- 
pality. 

(b) Between 
nicipalities. 

(c) 
and commercially a part of a 
municipality or municipalities, 


contiguous 


is under a common control, man- 
agement or arrangement for a 
continuous carriage or shipment 
to or from a point within such 
municipality, municipalities or 
zone. 





Motor Carrier Act should be ad-| 


mu- | 


Within a zone adjacent to | 


except when such transportation | 





Wheeler anti-basing point bill, 
that governmental inconsistency 
has created a situation in which 
some industries “don’t know what 
the hell to do.” 

“It seems to me this bill is in- 
consistent with the Robinson bill 
and some of the decisions of the 
Federal Trade Commission are 
inconsistent with both of them,” 
declared Couzens. “How can a 
producer know on which road he 
is going? He’ll be seesawing back 
and forth.” 

The Wheeler bill would pro- 
hibit the practice of determining 
prices by adding transportation 
charges from any given base point, 
the method followed in the auto- 
motive industry. The Robinson 
bill, aimed at the chain stores but 
so worded as to affect other busi- 
nesses, would prohibit “unfair” 
price discriminations in favor of 
quantity SEE 


Diesel Sales Up 41% 


MILWAUKEE.—Sales of a 
have increased 41 per cent over the 
first quarter of last yefr and all 
truck sales have gained 15 per cent 
for the Sterling Motor Truck Co., 
Inc. Officials of the company de- 
clared that last year 26.7 per cent 
of all trucks sold were Diesels, 
against 10 per cent in 1934. All 
truck sales of Sterling last year 
were 41 per cent ahead of the pre- 
vious year. 





Big Spring Car Dema 
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nd Cheers New York Dealers 


Pontiac Traveling Show 
Opens Circuit in Gotham 


By BOB MOUNTSIER 


NEW YORK.— This has been 
not only a week of spring sun- 
shine and sudden sales of both 
new and used cars, with many 
a dealer caught needing a two- 
pants suit when it comes to lack 
of preparedness on a full reper- 
toire of models and popular col- | 
ors, but it has also been very 
much of a General Motors week | 
around town, with two of the 
days more or less Alfred P. 
Sloan’s. 


GM’s president went into the| 
headlines -on the front pages on 
Monday when editors here and 
throughout the country gave a 
lot of space to his annual pam- 
phlet report to stockholders, espe- 
cially that part of it in which he 
attacked the present government’s 





“experiments in economics,” 
warned that increased govern- 
mental expenditures were re- 
flected in decreased production 
as well as in heavier taxation, 
and pointed out that the road to 
progress lies in the restoration 
of the principle of free enterprise 
and encouragement of individual 
initiative. 

That same day Sloan made the 
principal address at the National 
Safety Council’s annual meeting 
for awards to cities and states 
in recognition of their pre-emi- 
nent success in reducing highway 
accidents. 


Big Buick Demand 


Continuing with General Mo- 
tors’ prominence in the news, Ex- 





ecutive Vice-President William 
S. Knudsen was here on business, 
stopping at the Ambassador. 


Buick’s New York zone 
ported Buick cars selling around 
town and suburbs like those new 
spring hats all the girls are top- 
ped off with these pre-Easter 
days, with Derks Buick Co., in 
New Rochelle, announcing this 
March as the best sales month 
in its entire 16 years’ history, and 
the zone office being pleased over | 
the way the dealers delivered 
more cars in the last 10 days than | 
in the first 20. 

Pontiac, Chevrolet, Oldsmobile 
and Cadillac-LaSalle all report 
sales booming in these first days 
of April. Olds’ New York zone 
delivered between 2,200 and 2,300 
last month. Cadillac’s New York | 
manager, E. P. Mauder, reports 
the biggest month since 1931. 

Chevrolet’s figures for last} 
month ingicate that the New York 
zone sold more cars and trucks 
than during any March in its his- 
tory. The zone manager, P. R. 
Letts, who is most optimistic, 


re- | 





says, “The record of March sales | 
is a splendid business indica- | 
tion.” 


Pontiac Stages Show 
Pontiac’s excellent recent sales | 
and future prospects were tied up 
early this week with the travel-| 
ing show which the factory has 
sent out to make a series of two- 
day stands from the Atlantic to} 
the Pacific. The cast was largely 
composed of executives from 
Pontiac and Detroit and regional 
and zone personnel. The scenery 
and “props” came out of and 
went back into boxes and crates 
which filled an express car. It 
required 15 men, nine of them 
professional stage hands, to set | 
the show up in a hall at the Park 
Central Hotel here. 


The big star of this Pontiac 
show is the new vice-president 
and general sales manager, C. P. 
Simpson, and with him were D. 
U. Bathrick, his assistant, in 
charge of the eastern division; 
F. A. Berend, advertising man- | 
ager; W. A. P. John, of Mac-| 
Manus, John and Adams, Pon- | 
tiac’s advertising representatives; | 
H. G. Wéaver, manager of Gen- | 
eral Motors’ customers’ research 
staff; J. H. Baker, head of Pon- 


tiac’s chart and art department, 
who designed the show and stage- 
manages it, and various execu- 
tives of the sales, service, pro- 
motion and business management 
departments. 


Safety Keynote 

The local end of the show meet- 
ings held here were arranged by 
V. A. Davison, Pontiac’s Atlantic 
regional manager, and M. C. 
Thompson, New York zone man- 
ager. 

At the National Safety Coun- 
cil’s gathering in New York, 
which was the key meeting of a 
series held throughout the coun- 
try, General Motors’ president, 
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Alfred P. Sloan, made the key- 
note speech. A part of his ad- 
dress was the best summary we 
have heard or seen on this whole 
safety - accident situation. Sloan 
summarized things in this man- | 
ner: 

“We know what the enemy is| 
in the war on traffic accidents. | 
It is an unholy alliance of an-| 
cient and inadequate highways; 
automobiles that are too old for 
al- | 
lowed to become old before their | 


time; antiquated and conflicting | of education, we must not forget 
and pedestrians| for one instant that the shock 
who do not know—and all too} troops in this war are the public | 
often do not care whether they| officials who 
them-| building, maintaining and policing 
| our highways.” 


laws; drivers 


know —how to conduct 
selves safely and courteously. 
“We have learned that there is | 


no single cause of accidents, but} an 
No victory is to| two-minute talks of most of the | 
be won by debating whether the! representatives of the cities and 


many causes. 


chief hazard of the highway is | states 
liquor or excessive speed, or care-| from the National Safety Coun-| 


| to increase our casualty lists. And | 


| with. 
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cil for their reductions of acci- 
dent rates last year. Evanston 
won the grand safety prize, and 
among the lesser winners was 
Superior, Wis., whose Mayor 
Bryn Ostby gave listeners a good 
smile when he described his city 
as a safe place in which to live, 
thanks not only to its reduced ac- 
cident record, but also to its pure 
water, fresh air and other fine 
qualities. 

Among other guests at the Na- 
tional Safety Council’s New York 
luncheon were General Motors 
Vice-President Swayne and Pub- 
lic Relation No. 1 Garrett, AMA’s 
President Macauley and Vice- 
President Reeves, Packard’s Vice- 
| President Eastman, New York 
State Motor Truck’s Pratt, Ar- 
thur Kudner’s’ Vice-President 
Fuson, Bendix’s David Beecroft, 
Mack Truck’s D. C. Fenner, 
and American Traveler’s Editor 
Thompson. 


lessness or bad brakes; but rather 
by recognizing that all of these 
and many other hazards combine | 


that not any one of these dan- 
gers but all must be done away 


Must Arouse Interest 

“We believe that an essential | 
part of the new war on accidents 
is to arouse and sustain the in- 
terest of all of the people all of 
the time. 
“But important as is the need 


are charged with | 





Sloan’s speech went out on 
NBC broadcast as did the} 


which received awards 
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THis letter from Mr. Zettel- 
meyer indicates one way in 
which car dealers are cutting 
the used car losses that have 
come to be the trade’s big- 
gest problem. Mohair inte- 
riors have enduring beauty. 
After long, hard use, they can 
be easily reconditioned with 


soap and water, steaming, 
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Striking 


OAKLAND, Calif. 


years is a fairly long period in| 
| present commanding position 


any type of business, but when 
an automobile 
his first quarter - century 


Dailey Motor Co. of this city has 
just done, the event falls under 
the head of news and as such is | 
worthy of the widest possible dis- | 


semination among the establish- | 


ment’s clientele. 

Such, at least, is the conviction 
of F. H. Dailey, head of the Chev- 
rolet dealership in question. 


EVEN IN THE OUTDOOR used truck lot at F. H. Dailey’s a 
concrete flooring provides an even footing for units on display. This 
adds to the trucks’ appearance and also provides a clean and safe | 
place for prospective customers to inspect offerings. 


IN THE SERVICE department Dailey’s has a place for everything 
and everything is kept in its place. Neatness appeals to women 
drivers, but the menfolk go for it in a big way. In addition this sys- 
tem saves time and builds confidence. 


the oldest automobile dealer in 
Oakland, he has prepared and 
sent out over a large mailing list 
an attractive folder which is both 
an announcement of his firm’s 
silver anniversary and an invita- 
tion to obtain the utmost in satis- 
faction by trading with a dealer 
whose product and policies have 
made possible such a success. 


Had Modest Start 


Customers of the F. H. Dailey | 


Motor Co. see in the compilation 
of this folder an evidence of the 
same far-sighted policy and alert- 
ness which have built this dealer- 


Twenty-five | ship 


dealer rounds out | 
and | 
starts on his second, as the F. H. | 


|} interests of its owners, 
As | 
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o- 


| 


begin- | 
to its | 
on 
the Pacific Coast, and which have | 
resulted in its inclusion in that 
rather exclusive handful of auto- | 
mobile retail organizations in 
business for more than 25 years. 

A reading of the folder lends 
support to the conjecture that| 
underlying the steady growth of 
the F. H. Dailey Motor Co. is a 
deep and sincere concern with the | 
an atti- | 
tude such as was summed up by | 


modest 
1910, 


up from its 


nings, away back in 





| spaces 


Coast Chevrolet Dealer Celebrates 25th Year 
Brochure Tells 


Story of Business Success 


EFFICIENCY THAT INSPIRES confidence in buyers is the keynote in the F. H. Dailey Motor Co., 
Chevrolet dealer at Oakland, Calif. Used cars and trucks are given equal play with new models. Serv- 
ice is quick, efficient and clean. No “worn at the heel” cars or trucks are ever put on display. 


tablishment, showing the two big 
used car displays, one a paved 


area in the open and the other | 


under cover; the accessible serv- 
ice entrance, and the general at- 
tractiveness of the whole set-up. 

“Ask Your Neighbor WHY He 
Purchased His Car from F. H. 
Dailey,” urges a large sign domi- 
nating one of the largest wall | 
in sight. There is more 





than a suggestion that the an-| 
swer to the query would be found 


| in courteous treatment, carefully | 


| kept promises, 
| short, 





W. E. Holler, general sales man- 
ager of the Chevrolet Motor Co., 
in the slogan: “Never Forget a 
Customer—Never Let Him For- 
get You.” Holler characterized 
the slogan as simply the new 
phrasing of an idea as old as 
salesmanship itself, and _ the 
Dailey company’s experience 
bears out this view. 

“Tt Will Pay You to Deal with 
Dailey,” is the theme running | 
through the folder. Pictures and 
text are both designed to foster 
this conviction. There is a large 
bird’s-eye photo of the whole es- 








expert service—in 
in the honest concern with 
the customer’s own welfare 
which the balance of the pro-| 
fusely illustrated folder so clearly | 
implies. 


Plant and Staff Large 

Among the facts about the com- | 
pany which the mailing piece re- 
veals are the large size of its 
plant, 50,000 square feet, all on| 
one floor; the ample personnel, 
totaling 65 persons; and the com- 
plete departmentalization for 
maximum service efficiency. Every 
item of equipment recommended 
by the Chevrolet Motor Co. for 
the servicing of Chevrolet cars is 
in use in this shop, whose service 
manager and mechanics are all 
factory-trained men. 


Vancouver Registrations 
Approach All-Time High 
VANCOUVER, B. C.—Registra- 

tions so far indicate that more 

cars will travel the roads of 

British Columbia this year than 

ever before. 

Figures issued by the Provincial 
Motor Records office on Mar. 23 
showed registration for the year 
ending Feb. 29 was only 721 short | 
of the record year of 1930. 

British Columbians purchased | 
10,643 new cars in the license} 
year and swelled the number of | 
cars on the road to 96,867. This 
means there was an expenditure 
or commitment of $10,000,000 on | 
new autos, passenger and com- 
mercial, during the year. 


GUARANTE ty 


got a 


cctaeneaeanensadastinitinticiun, carotene 


INDOOR USED CAR display at E. H. Dailey’s invites dropper- 
inners on bad days. Cars are protected from the weather, kept clean 
and polished. With all tires evenly inflated, batteries at peak condi- 
Gon, : ete., the used units are ) not difficult to move. 





Keeps Teeck of Used Seen 


By “Tattle 


GRAND RAPIDS, Mich. — Ac- 
cording to A. B. Burkholder, Chev- 


rolet dealer here, the greatest dif- | 
from a} 
method of following through on 


ficulty with used cars 
new car dealer’s standpoint, is not 
how to appraise them or get them 
ready for sale, or even sell them. 
Burkholder asserts from many 
years’ experience that the dealer’s 
biggest problem is knowing what 
becomes of the traded-in car and 
subsequent trades which must be 
made to arrive at a profit or loss 
on the original new car sale. 
Burkholder, who at _ various 
times has been an executive of 
the Michigan Auto Trade Assn. 
and who is a member of the 
board of directors of the National 
Automobile Dealers Assn., has 
been carrying on a program of 
used car trades follow-up for the 
past five years. He calls the plan 
“The Tattle-Tale,” because, by the 
use of the simple rules of the 
plan the dealer knows from day 


| to day just what progress is be- 


ing made from a profit or loss 
point of view on every car that 


| becomes involved after the origi- 


“Earned Reputation” 


BORG & BECK 
CLUTCHES 


anol. OF BORG-WARNER CORPORATION 





Tale” System 


nal trade-in transaction. It is not 


| the conventional “wash-out” sheet 


plan which dealers have been 
using. Burkholder’s Tattle-Tale 


used cars has been adopted by 
dealers in every section of the 
country and because of its sim- 
plicity and ease of operation has 
been showing dealers profits in 
their used car operations. 


The Tattle-Tale plan is not a 
mysterious one and there is no 
guesswork about the results. It 
is a check-up on used car transac- 
tions that apprizes the dealer of 
losses which he may or may 
not know exist in his used car 
operations. It reveals actual 
repair expense against estimated 
expense, checking on the effi- 
ciency of the appraiser of used 
cars and acts as a guide on used 
car trade-in values to show the 
dealer just the type of cars to be 
avoided, thereby preventing hard- 
to-sell cars from getting into his 
stock. By studying the results of 
operating the Tattle-Tale the 
dealer prepares himself for mak- 
ing better trade deals and starts 
making profits in used cars. It is 
not a new scheme in bookkeeping 
but a simple series of sheets in a 
convenient folder, which, when on 
the dealer’s personal desk, gives 
him an insight into his own busi- 
ness which the average dealer 
fails to realize is possible. 


Burkholder also points out that 
while the ratio of used cars to be 
sold as against new cars is now 
three to one, the greatest hazard 
in the dealer’s business, that of 
used cars without proper control, 
can be made the source of the 
greatest savings by stopping un- 
profitable deals. The Tattle-Tale 
plan is not a cure all plan, but 
one which tends to eliminate un- 
businesslike methods and con- 
sequent losses for the dealers. 
Burkholder is making the Tattle- 
Tale plan available to dealers in 
every section of the country at 
a low cost. 





Industry 


MONTREAL.—An average 
profit of only 75 cents per car 
is all Canadian makers are able 
to realize under the present set- 
up, according to a brief recently 
presented to the government in 
which the industry seeks relief 
by way of tariff changes. 

Under the trade agreement 
with the United States cars cost- 
ing $1,200 or less are dutiable at 
17% instead of 20 per cent, as 
formerly. Between $1,200 and 
$2,100, the reduction was from 
30 to 22% per cent, and above 
that from 40 to 30 per cent. The 
excise tax on the first category 
was 3% per cent and on the other 
grades somewhat higher. 

Representatives of the industry 
are in Ottawa placing their cause 
before the government and the 
general question awaits a report 
from the Tariff Board, following 
a detailed inquiry which it held. 
Tariff Board reports have to be 
tabled in the House within 15 
days after being presented to the 
government, so when they are 
the basis of any tariff change it 


Canadian Sales 


5.412 in February 


MONTREAL. — There were 
5,412 new motor vehicles sold in 
Canada in February as compared 
with 5,544 in January and 7,231 
in February last year, the Do- 
minion Bureau of Statistics re- 
ports. 

The value of February sales is 
placed at $5,565,332 as against $5,- 
612,266 in January and $7,255,151 
in February, 1933. The _ total 
number of new passenger cars 
sold was 4,299 compared with 5,- 
978 in January and 3,642 a year 
ago. The values were $4,456,517, 
$5,999,505 and $3,607,242, respec- 
tively. Trucks and buses sold 
numbered 1,113 as against 1,253 
and 616, and the values were $1,- 
108,815, $1,255,646 and $611,821 in 
the same comparison. 

Improvement in sales of pas- 
senger cars over sales in Feb- 
ruary, 1935, was noted in British 
Columbia and Quebec, while a 
better showing in sales of trucks 
and buses over sales of last year 
was evident in the Maritimes and 
Saskatchewan. 


Retail Sales 
Decline in Feb. 


WASHINGTON.—The prelimi- 
rary adjusted index figure of the 
value of retail sales of new pas- 
senger automobiles shows a de- 
cline from January to February, 
according to the Department of 
Commerce. 

This index, which makes al- 
lowance for the number of days 
as well as for seasonal move- 
ments, was 89.5 in February, on 
the basis of the 1929-1931 aver- 
age as 100, compared with 102.0 
in January and 106.5 in Decem- 
ber. 

Sales in February, according to 
these preliminary figures, were 10 
per cent lower than in February, 
1935, but 43 per cent greater than 
in February, 1934. Daily average 
sales, without seasonal adjust- 
ment, decreased about 6 per cent 
from January to February. The 
aggregate value for the first two 
months of this year was about 12 
per cent above that for the cor- 
responding period of last year 
and 104 per cent higher than the 
first two months of 1934. 


77 0 ° 
Will Give Party 
OMAHA, Neb. Automotive 
Booster Club No. 22 is giving a 
“Night in Manhattan” party Apr. 
16 at 6:30 p.m. at the Clover Leaf 
Club. 


Seeks Relief 
Through Tariff Changes 
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Only Make 75 Cents a Car, Canadian Makers Say 


with the 
ment there seems no possibility 
of the budget coming down un- 
til after the Easter recess. Ac- 
tually, apart from its annual fea- 


is necessary to hold them back! tures, in the nature of review, 


until near the time of the budget 
when such changes are made. 

The impression is that, having 
reduced the duty in the trade 
agreement with the United 
States, the government will not 
turn around and increase it, but 
compensation may be extended 
by placing on the free list a 
large number of car parts which 
are not made in Canada. 

At the present rate of progress 


to its contents. 


Quebec Railways Hit 
Proposed Truck Line 
MONTREAL. — Responsibility 
of avoiding further demoraliza- 
tion of the transportation life 
within the Province of Quebec 
lies with the Quebec Public Serv- 
ice Commission, the Canadian 


United States agree- 


consideration has not been given | 





National Railways and the Ca- 
nadian Pacific Railway Co., held 
in a join brief filed with Adrien 
Beaudry, K. C., chairman of the 
commission, in opposition to the 
application of the Montreal and 
New York Transport Co., 


mits for automobile trucking be- 
tween Montreal and New York. 

With the New York Central 
Railroad, the Delaware & Hud- 
son Railroad, the Rutland Rail- 
road and the Express Traffic 
Assn. of Canada, the Canadian 
railways oppose the granting of 
the permits, holding that such 
long-haul trucking service is un- 


POO RCE RET IRN Saree em mS, 1m CO: 


Ltd., | 
| and the Rio Express Co. for per- 
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21 


necessary, is against the public 
interest, that the trucking com- 
panies in question can only op- 
erate at a loss, and that adequate 
public service is supplied at the 
present time. 

A feature of the joint C.N.R.- 
C.P.R. brief, presented by C. A. 
Darveau, K. C., of the C.N.R., 
and L. G. Prevost, K. C., of the 
C.P.R., is the earnest request that 
the Quebec Public Service Com- 
mission have regard to the posi- 
tion of the railways which count 
among the largest rate-payers of 
the province, and as such con- 
sider that their representations 
should be granted due weight. 


Sold Last Year 


33% of All New-Truck Registrations 
in Frederick County, Va. 


[] * © RW a 


INTERNATIONAL M 


E. Earl Shade is the man at the left. 


E. Earl Shade has profited by his 
judgment of two years ago when 
he became an International 
Truck dealer because he be- 
lieved this franchise was “the 
outstanding opportunity of the 
year.” His sales record is a chal- 
lenge to every man who has 
postponed making the decision 
Mr. Shade made in March, 1934. 
He is located in Winchester,Va., a 
town of only 11,000 population. 


Many similar opportunities are 
available. Investigate the Inter- 
national franchise. The nearest 
branch will go into details any 
time you say. 


Here Is What 
International 
Offers: 


A complete line of trucks from Half- 
Ton to powerful Six-Wheelers. A rep- 
utation without equal for quality and 
after-sale service. 230 International 
Harvester branches offering Interna- 
tional dealers the closest possible assist- 
ance in sales and service. International 
Truck finance plan on both new and 
used trucks, Largest advertising cam- 
paign of any full-line truck manufac- 
turer, constantly promoting the sale 
of Internationals in national maga- 
zines, newspapers, vocational publica- 
tions, and through direct-mail. 
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Funds to Replace Machinery 


Are Available 


WASHINGTON, D. C.—The 63 
insuring offices of the Federal 
Housing Administration and 7,872 
private financial institutions mak- 
ing insured loans to the public 
under the modernization provis- 
ions of the National Housing Act 
have been notified that Congress 
has passed amendments extending 
this phase of the act until Apr. 
1, 1937, Federal Housing Admini- 
strator Stewart McDonald has an- 
nounced. The amendments await 
only the President’s signature. 

In order to facilitate the imme- 
diate utilization of the new 
amendments to the act, the prev- 
iously existing regulations will be 
re-enacted with only such changes 
as are required by the amend- 
ment and will be supplied to the 


SERVI 
IT'S THE FIRST 
LAST WORD IN 


the real meaning of 


Up to $50,000 


insuring offices and lending 
stitutions immediately. 

The revisions in the insured 
modernization credit plan for 
property improvements and re- 
pairs are expected to give new 
impetus to this part of the fed- 
eral housing program which has, 
since August, 1934, produced 922,- 
773 transactions involving $324,- 
672,553 in loans made by private 
lending agencies and insured by 
the Federal Housing Administra- 
tion. 


In 


in- 


addition to the total num- 
ber of modernization loans in- 
sured by the Federal Housing 
Administration, which are rapidly 
nearly the million mark, the stim- 
ulus of the modernization credit 
plan, Administrator McDonald 


CE? « 


AND 
THE BOOK 


And everyone at the Book—from the 
smiling bellman to the manager—knows 


, 


this word “service.” 


You'll notice it in the four great restau- 
rants, in the bars, even in the elevators 
that whisk you silently up to a deep 


night’s sleep. And 


you'll find that the 


Book’s convenient location means serv- 
ice, too. Right in the center of Detroit’s 
business and amusement section. All of 
which will help make your next Detroit 
trip one to remember! 


Book-Cadillac Hotel 


1200 ROOMS FROM $3.00 e@ 


Directed by National Hotel 
Co., Inc., Ralph Hitz, 


J. E. Frawley, General Manager 


f 


Management 
President. 





| successfully developed here 
| the suggestion of Edward F. Mc- 


| council. 


| Inc.; 
| tor Co.; 


| Paul Thinker, Thinker Motor Co., 


| tor Car Co. 


feces out, has directly encour- 
aged millions of other property 
owners to go forward with up- 
ward to $1,500,000,000 worth of 
repairs and improvements paid 
for out of cash, or financed by 
other forms of credit. 

Loans in excess of $2,000 for the 
purchase and installation of 
equipment and machinery for 
business properties remain eli- 
gible under the amended act with 
a maximum of $50,000 for these 
loans, but loans of $2,000 or less 
for the purchase and installation 
of equipment and machinery on 
any type of property are specifi- 
cally excluded. 

The amount of insurance for 
private financial institutions mak- | 
ing modernization loans is re- 
duced from 20 per cent of the to- 
tal amount of loans extended to} 
10 per cent. 


Toledo Budgets 
$5,625 Support 
To Labor Board 





| farm 


TOLEDO.—The Toledo Indus- | 


trial Peace Board, an experiment 
at 


Assistant Secretary of | 


Grady, 
will be financed by the} 


Labor, 
city. 
City Council has included $5,625 | 


| in its budget for the support of 


the peace board for the balance | 
of 1936. 

The plan has been so well re- 
ceived by many other cities that 
the federal government, which | 
has furnished operating person- 
nel for the board, had to relin- 
quish such support. 

Under new city legislation, 
which will be prepared, the 18 
present members of the board 
will be appointed by Mayor Roy 
C. Start and confirmed by city | 
An executive director, at | 
a salary of $4,500 a year, and a 
stenographer, at a _ salary of | 
$1,200, will be provided. It is ex- 
pected that Ralph A. Lind, of | 
Cleveland, regional director for 
the National Labor’ Relations 
Board, who is general chairman | 
of the Toledo Industrial Peace 
Board, and McGrady, will suggest | 
the executive director to be hired 
by the panel. 

The industrial peace board has 
no mandatory or judicial powers. 
It merely brings together a group 
of industrial, labor and public 
representatives to aid disputants | 
in any labor difficulty to come to 
better general understanding. 


| Milwaukee Dealers Pick 


Leslie A. Bailey As Chief 


MILWAUKEE.—Leslie A. 
Bailey, Bailey Motor Car Co., 


| has been elected president of the | 


Milwaukee Automotive Trades, Inc. | 


| Other officers named are Harry 


DeBoer, DeBoer Motors, Inc., 
vice-president; George E. Merkle, 
Merkle Chevrolet, Inc., secretary; 
Frank J. Edwards, Edwards Mo- | 
tor Co., treasurer, and Palmer E. 


| Hanson, general manager of the | 


association and manager of the 
annual automobile show. 


Directors named, in addition to | 
the officers, are: Read E. 
Widrig Motors, Inc.; Leslie D. 
Frint, Nash Frint Motor Co.; W 
M. Thompson, Thompson Motors, | 
J. Warren Snell, Crown Mo- | 
J. B. King, King-Braeger 
Dahl Motors; 


Co.; Victor Dahl, 


and August A. Jonas, Jonas Mo- 


| 
| 
| 
| 
T . 
New Radio Alloy 
DETROIT.—A new magneto 
loy material has been developed by | 
Continental Motors for use in per- | 
manent magnet dynamic radio | 
speakers. It is claimed the new | 
alloy will reduce by about 80 per | 
cent the power required to operate 
the speaker and can be used in bat- 
tery-operated speakers. 


| be 
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Bulk ot ‘Nera ‘Deuter 
Are Confident of Upturn 


LINCOLN, Neb.—The year 1936; tion of the ground, 


will be the third successive year 
of progressive advance from the 
1933 depression trough in Ne- 
braska, according to all indica- 
tions as spring opens. Without 
exception Nebraska dealers pre- 
dict an increase both in new and 
used car sales ranging from 10 to 
20 per cent or better for the next 
three months. Some dealers look 
for the summer slump to be 
greater than normal, due to the 
early fall announcement of new 
models, but the bulk of the deal- 
ers are confident the sales’ total 
for the year will register a fair 
margin over 1935. 
Prospects Bright 

This year promises not only to 

a better growing year than 
any since 1932, but the prospect 
is also bright for a further rise in 
income. Farm _ prosperity 
rests on two major conditions, 


the production of a crop and the | 
|} in as healthy or better condition 


maintenance of an adequate price 


must be so proportioned to the 
cost of farm purchases that 
will have parity of buying power. 


| Nebraska dealers point out that 


automobile 
as a major 
proportionately 
percentage of increase in 
sales in the corn 
past few years 
buying power 
through AAA 


ther than the 


reason for the 
high 
motor vehicle 
belt during the 


was bolstered up 


| benefits. 


Farm Income Up 
Nebraska farmers’ 


ing January, 1936, totaled $22,- 


143,000 compared to $17,091,000 in | 
January a year ago, according to | 
agricul- | 


the Nebraska college of 
Benefit payments 
only about $6,000 
$2,474,000 in January, 1935, 
income from other sources 
creased. 

So far as the prospect of a 
crop rests on the spring condi- 


totaled 


in- 


To be adequate this price | 


it | 





| are 
| resident operators of commercial 


| in this state, 
| requires 
| State 


income dur- 


| made 


compared to} 
but | 


the outlook 
has been appreciably improved 
already in 1936. Analysis of mar- 
ket conditions results in an ex- 
pectation for increased revenue 
from cash sales by 5 to 10 per 
cent over last year. In addition, 
millions of dollars due on com- 
pleted crop control payments will 
be distributed, and a large share 
of the $450,000,000 available for 
participation in the conservation 
program should be in the farm- 
ers’ hands before the end of the 
year. The dealers also point out 
that the bonus payment will bring 
millions into the state this sum- 
mer to bolster up summer sales. 

Every conceivable index points 
to a good year in 1936, with banks 
enjoying new high marks for 
deposits. 

Used car sales have been spotty 
but good on the whole, while 
stocks in Omaha and Lincoln are 
slightly larger than last year but 


based on the number of new car 
deals made. 


there is no commodity the farmer | Nebraska to Attempt 
buys where his dollar goes far- | 
and | 


To Tax Truck Lines 


LINCOLN, Neb.—State officials 
laying plans to bring non- 


truck lines in Nebraska, who 
have heretofore escaped taxation 
under the law which 
them to report to the 
board of equalization and 
pay taxes to the state based on 
mileage which their vehicles 
cover within its boundaries. 

During 1935 there were 475 
commercial truck lines doing 
business in Nebraska, so far as 
the record shows, but only 125 
reports concerning their 
operations, as the law requires, 
and of that number only 32 had 
mileage enough to make them 
subject to state tax. The total 
amount collected from these was 
$323. 
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@ If business brings you to New York you'll 


like the convenient location of the Lexington 
in the heart of the towering skyscrapers of 
the smart east side. Close to other parts of 
town, too, by rapid transit subway. And 
801 luxurious rooms with bath and radio 
for as little as $3 a day. 


HOTEL LEXINGTON 


48th ST. & LEXINGTON AVE., N. Y. 


Charles E. Rochester, Manager 
National Hotel Management Company, Inc, 
Ralph Hitz, President 
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Long Shot Finance 


Predicts Disaster for 


Merchants Who Use It 


SEATTLE.—“Long shot” financ- 
ing seems to be the biggest fly in 
the sales pie in this sector, now 
that business is heading into bet- 
ter weather. The snow of the 
past week and cold has _ not 
warmed up the buyers any, but 
sales have nevertheless been very 
good any there is no chilling of 
the optimism of dealers. 

F. H. Kurz, former president of 
the Seattle Automobile Dealers 
Assn., and president of Davies & 
Kurz, Inc., Chevrolet distributors, 
has this statement on the local 
situation, when asked regarding 
conditions by the Automotive 
Daily News representative: 


whole should 


rapidly return to 
the old standard of financing and 
frown upon any individual or in- 
dividuals who are 


ther investigation 
some of the larger financing com- 
panies and banking institutions 
are somewhat alarmed at what 
will take place this fall with this 
vast amount of potential repos- 
sessions which are sure to come.” 
Ford in Lead 


The week ending Mar. 
found both Chevrolet 


28 


Ford advanced from 255 the week 


prior to 345 for the month up to | 


that date; Chevrolet from 222 to 


encouraging | 
this promiscuous financing. Fur- | 
reveals that | 
| baker shows that medium priced 


| during the week, 
and Ford | 
totaling sales of nearly 100 each. | 





Plan Denounced By Dealer 


318, while Plymouth advanced 
from 150 to 189, during the same 
period, holding a firm third spot. 
Dodge sales were active, step- | 


‘Boom Days Have Returned 
ping up from 57 to 83 for fourth | To British Motor Industry 
place in the ranking; Oldsmobile | a 


is third with 77, an advance from| WASHINGTON. Boom days 
53 the week prior. Buick and Ter- | have returned to the automotive 
raplane are in a dead heat with | industry in Great Britain also, ac- 
48 total for the month up to | conaing to oe a or 
be as eal ,.| Commerce Departmen is week 
Mar. 28 figures included. Stude from London. They showed that | 
John Bull’s output of private cars, 
taxis and commercial vehicles 
during 1935 totaled 416,915 units, | horsepower class. 
a gain of more than 17 per cent} Production of commercial ve- 
over the 1934 production. | hicles was estimated at 91,721, an 
The new passenger car and tax- | increase of 3 per cent. 
icab output was placed at 325,806, | 
an increase of 22 per cent over | Kentucky Collections Rise 
1934. Approximately 65 per cent | . ee : : 
were four-cylinder cars and 96.3 FRANKFORT, Ky.—Gasoline tax 
collections during January totaled 
per cent closed models. $711,971, compared with $700,225.13 
Analysis of comparative tables} jy January, 1935, and $796,404.69 in 
| showing estimated production ac-| December, 1935. 


| cording to the principal horse- 
power classes reveals a marked 
increase in the relative output of 
cars having a rating of more than 
22 horsepower. Production of 10- 
horsepower cars, although in- 
creasing, lost its position as 


cars are in demand, with 46 as its leader in total output to the eight- 


total, losing out slightly to Buick, 
as the week prior the two were 
tied at 36 each. Terraplane ad- 
vanced a position in the ranking. 

Truck sales were fairly good | 
with Interna- 
tional showing the biggest spurt, 
with its eight sales during the 
period and now ranking fourth, | 
with Ford, Chevrolet and Dodge 
leading the procession. 





Must Pay Piper 

“It is our opinion that ‘long 
shot financing,’ such as has been 
practiced by some dealers, will 
have its day of reckoning. Busi- 
ness conditions are improving but 
certainly not to the extent that 
any dealer is justified in selling 
new cars for less than one-third 
down and 18 months on the bal- 
ance. In some extremely good 
credit risk cases 24 months pay- 
ments might be justified. New 
cars sold on 10, 15 and 20 per 
cent down, and in many instances 
two years to pay or with a bal- 
loon payment at the end of the 
24 monthly payments, are cer- 
tainly bad risks. This long shot 
financing is usually true on used 
cars and our investigation re- 
veals that the better dealers and 
the better merchants are not han- 
dling contracts of this nature. Un- | 
fortunately some few factories are | 
advising abnormal terms and very | 
fortunately some factories are} 
telling their dealers that any devi- | 
ation from the one-fourth down 
and 12 months on used cars and | 
one-half down and 18 months on | 
the new cars is bad business. Cer- | 
tainly experience has taught deal- 
ers that only too great a per cent 
of car sales, both new and used, | 
on sub-normal financing will | 
eventually become repossessions 
and usually when the dealer is 
least able to handle such addi- | 
tional cars. 

“We believe the industry as a 
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Chemists Decry 


Alky-Gas Moves 


NEW YORK.—Economic losses 
will be inflicted upon the coun-| 
try and motorized transportation | 
will be handicapped if alcohol- 
gasoline is adopted for automo- 
tive power, Dr. Gustav Egloff | 
and Dr. J. C. Morrell, research 
chemists of the Universal Oil} 
Products Co., Chicago, find in a 
report to be presented to the| 
American Chemical Society at} 
its 91st meeting in Kansas City, | 
Apr. 13 to 17. 

“Economically, blending can 
result only in economic loss to| 
society, and in additional unes- | 
timated losses from the political, 
moral, and health hazards in- 
volved,” says an abstract of the| 
report. 

“Alcohol-gasoline is a distinctly | 
inferior motor fuel in perform- 
ance, consumption, and upkeep 
of motor. Difficult starting, slow | 
acceleration, overheating of en- 
gines, and rougher driving can be 
expected. Increased maintenance 
cost will follow from cylinder and 
valve wear, all-around corrosion, 
plugging fuel lines, and dissolving | 
car varnish.” 

Recently it was announced that 
a Kansas industrial concern had 
made preparations to process 
corn and possibly other grains 
and potatoes into anhydrous 
ethyl alcohol suitable to produce 
automotive power. 
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The News af Automelive Adenia News of Automotive Advertising 
By GERRY SCHURMAN 


Ads, Champagne and Beer 


“Advertising is supervised, like every other business, 
by the German government,” said Christian A. Kupfer- 
berg, leader of Germany’s Assn. of General Advertisers, 
and one of the party of 40 advertising managers, publish- 
ers and printers who visited Detroit Tuesday during their 
two weeks’ tour of this country. 

“It must be truthful and must not offened the political, 


religious or moral feelings of the® 


people,” Kupferberg explained. 

A great deal of the credit for 
the notable business increase in 
Germany in the last two years 
goes to advertising, he said. Most 
of the credit, however, we learned 
by a combination of sign lan- 
guage, poor German and broken 
English, goes to Hitler. Which 
was very much what we ex- 
pected. 

Kupferberg, who owns the Kup- 
ferberg Gold, a champagne firm 
with a business of 1,000,000 bot- 
tles a year, told the Adcraft Club, 
which entertained the party Tues- 
day noon at a luncheon at the 
Statler, that Germany realized 
that advertising is the key to 
prosperity. 

As we understand all di- 
visions of advertising in Ger- 
many are organized into groups, 
responsible to a_ leader. All 
work must get the O.K. of the 
government. 

Politics, we found, was a deli- 
cate subject, and one that would 
be better left alone. We did, 
however, switch the conversation 
over to beer, and while it has 
nothing to do with automobile 
advertising, it was a very easy 
thing to talk about without an 
interpreter. American beer, it 
seems, makes the Germans dizzy. 
There’s too much alcohol in it. 
While you can drink German 
beer liter after liter and show 
no effects, one liter of American 
beer makes your head spin. 

Henry T. Ewald welcomed the 
visitors. Aiding were Fritz Hailer, 
German consul in Detroit; Miss 
Louise Grace, president of the 
Women’s Advertising Club, and 
Otto Marx, editor-in-chief of the 
Detroit Abend Post. 


it, 


Climbing 

National Advertising Records 
places automotive farm paper 
lineage for the first two months 
of this year at 235,628 against 
107,435 for the same period last 
year. This year’s automotive ad- 
vertising accounted for 14 per 
cent of all farm paper lineage, 
second only to the machinery, 
farm equipment and mechanical 
supplies division. Last year it 
accounted for 9.5 per cent of the 
total, and was behind three other 
classifications. This year’s line- 
age was 219.3 per cent of last 
year’s. 


Renewal 


Richard Himber and his Stude- 
baker Champions will inaugurate 
a new series of weekly programs 
over an NBC Blue network, Tues- 
day, Apr. 28, from 10:00 to 10:30 
p.m., EST. Roche, Williams and 
Cunnyngham is the agency. 


Continued 


One of the largest advertising 
campaigns in the history of the 
B. F. Goodrich Co. will be con- 
tinued during 1936, principally in 
newspapers. 


Winners 


Prize-winning plans in the re- 
cent sales promotion contest spon- 
sored by the Studebaker Export 
Corp. included many teaser cam- 
paigns by mail, in newspapers 
and over local radio stations. One 
distributor capitalized on a mo- 
tion picture carnival, while an- 
other sent up from a beach bal- 
loons displaying huge banners. 
Parades were staged and prize 
contests and preview dinners were 
arranged. Building fronts were 
decorated and murals painted on 


showroom walls by some en- 
trants. 

Prizes were awarded to dis- 
tributors in Mexico, Jamaica and 
South Africa. Honorable mention 
went to entrants in the Philip- 
pine Islands, Argentina, England, 


Japan and South Africa. 


Dealers and distributors in 
more than 100 countries—exclud- 
ing this country and Canada— 
were eligible. 

In announcing the awards, Ex- 
port President Arvid Frank 
pointed to new high sales with 
all signs pointing to still better 
records ahead. 


Service 

Denham & Co., with offices in 
the Book Bldg., Detroit, has been 
organized to provide market de- 
velopment services for the indus- 
trial and trade fields. The serv- 
ices include market analyses, 
sales plans, industrial and trade 
advertising, sales helps and liter- 
ature, publicity and consumer 
research. 


Athel F. Denham is president 
of the new company. 


Why? 

Under the heading: 
doesn’t someone suggest that 
veterans keep their Bonus 
Money?”, James W. McAlister, 
Northern California Chrysler- 
Plymouth distributor in San Fran- 
cisco, recently ran an advertise- 
ment stating, “We emphatically 
do not want to lure buyers-— 
particularly veterans, to whom 
the whole nation recognizes its 
obligation—into spending money 
that should be deposited with a 
savings bank as a safeguard for 
future emergencies.” 

However, to those veterans who 
feel they can own a new or used 
car, the company extends con- 
venience in buying because it 
carries its own installment sales 
contracts and is “able to make 
exceptional arrangements.” 

The advertisement concludes 


“Why 


STATES 


"36 t 
35 | 
36 | 
35 | 
36 | 
35] 
26 | 
35] 
"36 

"35 


Total, 45 States, 
for February 


Mississippi 
Nevada 
New York 


Total, 48 States, 
for February 


MONTHS 


36 
35 | 
"36 
35 
36 | 
35 | 


January 


~~ Total, 48 States, 
for February 


Total to Date 








SPRING IS HERE. And Dodge proves it with the introduction 
of new car colors, keynotes in the spring open house show staged by 
dealers all over the country. Here is an example of a display herald- 


ing the advent of spring colors and bock beer. 


with an invitation to those “who 

of their own accord—are now 
in the market for a car. d 
Yeomans & Foote, San Francisco, 
was the agency. 


Eavesdroppers 

Listeners of 73 stations will 
eavesdrop on a business conven- 
tion Saturday, Apr. 4, at 2:00 p.m., 
EST, when Dodge dealers, their 
friends, guests, prospects and per- 
sonnel will hear an address by 
Sales Manager A. vanDerZee. 

The message will raise the cur- 
tain of a nation-wide spring 
festival staged by more than 5,000 
Dodge dealers and signalizing 
the ‘introduction of new spring 
colors. The broadcast will eman- 
ate from the Columbia Broad- 
casting system. 

Expecting plenty of outsiders 
to listen in, Dodge has arranged 
an all-star program including 
Bert Lahr, the King’s Guard 
quartet, Gertrude Niesen, Fred- 
die Rich’s band and Ted Husing, 
who will master the ceremonies. 


Spender 

Newspapers have been selected 
as the principal medium to carry 
an extensive Oldsmobile adver- 
tising campaign, now under way. 

More than 3,300 newspapers are 
being used. Olds will spend much 
more than it has ever before 
spent in a single year, Advertising 
Manager V. C. Havens said. 


Moving 

Van Auken-Ragland, Inc., ad- 
vertising agency, will move into 
larger quarters on May 1 in the 
Twenty North Wacker Bldg, 


known also as the Civic Opera 
Bldg., Chicago. 

Facilities will include a com- 
plete moving picture theatre for 
showing commercial films, a pri- 
vate club equipped with all mod- 
ern appointments, and private 
conference rooms. 


Personals 

V. Browne Irish, director of 
sales for Central Outdoor Adver- 
tising Co., has been elected vice- 
president and director of the com- 
pany....Col. Frank Chappell has 
been appointed director of in- 
dustrial and public relations for 
General Motors of Canada. He 
has been public relations manager 
in the general sales department. 

..Russell L. Wiginton has been 
named assistant advertising man- 
ager of GM of Canada. L. H. 
Reyman, who has been associated 
with C. B. Watt, advertising man- 
ager, is being transferred to the 
Montreal zone sales department. 


Credit for Sun Growth 


Attributed to Papers 


MONTREAL. — Reviewing the 
progress of the Sun Oil Co. since 
the company first attached its 
trade name “Sunoco” to its mo- 
tor products 16 years ago, offi- 
cials of the firm addressed some 
1,000 Ontario dealers in the Royal 
York Hotel, Toronto. 

Guy C Pierce, executive vice- 
president of Roche, Williams & 
Cunnyngham, the Sun Oil Co. ad- 
vertising agency, stressed the 
fact that newspaper advertising 
has been the most productive ad- 
vertising medium in the growth 
of the company. 


| Coming Events 


APRIL 


4-18—Chicago. Illinois Automotive Parts Assn. 
Maintenance Show. Navy Pier. 
9-10—Shreveport, La. American Petroleum In- 
stitute, Washington, Youree Hotel. 
15-16—Milwaukee. SAE Tractor and Industrial 
Power Meeting. 
15-17—Washington. American 
Assn. Annual Meeting 
16—Lisbon, Portugal. Auto Show. 
16-22—Goldsboro, N. C. Auto show 
:0-21—Philadelphia. American Gear 
Assn., 20th annual convention, 
21-24—Detroit. SAE Production Meeting. 
26-May 3—Poznan, Poland. Auto Show. 
27-30—Washington. U. 8S. Chamber of Com- 
merce Annual Meeting. 


MAY 


May —Paris, France. Foire de Paris. 
May —Osilo, Norway. Auto Show. 
2-tt—Zagreb, Yugoslavia, Auto Show. 
4-9—Detroit. American Foundrymen’s Assn., 
4th annual convention. 
10-20—Madrid, Spain. Auto Show. 
13-15—Tulsa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 
16-23—Tulsa, Okla. International 
Exposition and Congress. 
20-21—Cleveland. National Battery 
Assn,, spring convention. 
28—New York. American Iron and Steel 
Institute, annual meeting. Waldorf As- 
storia. 
20—Indiananolis, Annual 500-mile race. 
30-June 14—Katowicz, Poland. Auto Show. 
31-June 6—White Sulphur Springs, W. Va. 
SAE Summer Meeting. 
JUNE 
1-4—Cincinnati, Automotive Engine Rebuild- 
ers’ Convention. 
6-Nov. 29—Dallas. Texas (Centennial Exposi- 
tion. 
27—Mineola, L. I. 
velt Field. 
4—Cleveland. Great Lakes Exposition. 
American Society for 
Chal- 


Road Builders 


Mfrs. 


Petroleum 


Mfrs. 


Automobile race. Roose- 


27-Oct. 
29-July 3—Atlantic City. 
Testing Materials, annual meeting. 
fonte-Haddon Hall. 
SEPTEMBER 
7-12—Pittsburgh. American Chemical 
ciety, semi-annual meeting. 


OCTOBER 
1-1t—Paris. Automobile salon. 
12—Mineola, L. 1. Automobile race, Roose- 
velt Field. 
15-24—London. Thirtieth International 
tomobile Exposition. Olympia. 
19-23—Cleveland. American Society for Met- 
als, 18th national Metal Congress and 
Exposition. Exposition Hall. 
NOVEMBER 
9-12—Chicago. American Petroleum Institute, 
17th annual meeting. 
11-13—New York. Automobile show. 
Central Palace. 
*14-20—Columbus. Automobile show 
14-21—Chicago. Automobile show. 
*14-21—Detroit. Automobile show 
Nov, 21-28.) 
22—Los Angeles. Auto show. 
2i—St. Louis. Automobile show. 
23—Cincinnati. Automobile show. 
28—Baltimore. Automobile show. 
28—Cleveland. Automobile show. 
*21-28—Brooklyn. Automobile show. 
*21-28—Milwaukee, Automobile show 
*21-28—Buffalo. Automobile show. 
*21-28—Washington, Automobile show. 
*21-28—Pittsburgh. Automobile show 
*21-29—Kansas City. Automobile show. 
*30-Dec. 5—Peoria. Automobile show 
*30-Dec. 5—Philadeiphia. Automobile show. 
*Tentative 
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New Nash Distributor 

BIRMINGHAM, Ala. (UTPS)— 
The Pryor-Adams Motor Co., local 
distributors for Nash and LaFay- 
ette, has been made distributors 
for the entire state, according to 
A. R. Pryor, president. 
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Chris 


Sinsabaugh 


(Continued from Page 6) 
center drive of Central Park, New 


Spencer of Earle Anthony, dis- 

tributor of Packard and Hudson- 

Terraplane, Jimmy Waters of De 

Soto and Plymouth and Chester 

Weaver of Ford. 
ok oe BS 

BURT ROBERTS, titled execu- 
tive secretary, has run the Los 
Angeles Motor Car Dealers Assn. 
ever since Hector was a pup—19 
years to be exact. In addition he 
has managed the Los Angeles 
show for the past 17 years. And 
by the way, his show dates for 
next fall are set for Nov. 14-22. 

The LAMCDA has 72 members, 
all selling cars in the city of Los 
Angeles and, like the metropolis 
to the north, is fortunate to have 
a live wire for president—Hal 
Tuttle, general manager of the 
Howard Automobile Co., Los 
Angeles store, Buick distributor. 

The annual election of directors 
is conducted in an unusual man- 
ner in that it is by secret ballot. 
No nominations are made, each 
member casting his vote for the 
entire board, It is remarkable 
that in the way of representation 
of the different companies that 
the present directorate  repre- 
sents: Buick, Graham, Stude- 
baker, Ford, Dodge, Oldsmobile 
and Chevrolet, no two from any 
one company. 

*# Ke eo 

THE SECOND BARREL of 
the southern California gun is the 
Motor Car Dealers Assn. of 
Southern California, made up of 
618 members and including all 
the Los Angeles dealers, too. No 
one is eligible unless he can show 
a new-car contract. 

So with the city and the dis- 
trict associations, southern Cali- 
fornia is well set to wage any 
battle that involves the dealers 
themselves, such as, for instance, 
the fight against the caravaning 
of cars. It isn’t the new cars so 
much that they are worrying 
about—it’s the dumping of the 
second-hand vehicles into the 
state, which threatens to raise 
hob with the business, once the 
legal barriers are raised and 


the “foreign” trade-ins are per- | 
into competition | 


mitted to get 
with the home product. 
* * * 

IT MAKES ME FEEL young 
again to learn that the rejuve- 
nated League of American Wheel- 
men, comparable with the Amer- 
ican Automobile Assn. 
present day, has succeeded, in its 
comeback, in opening up for the 
exclusive use of cyclists, the 





of the! 


York City, on Saturday mornings. 
It marks a determined drive on 
the part of the Cycle Trades of 


America to bring the bicycle back 
| into the picture, not as a sport, 
perhaps, as it used to be in the 


Gay Nineties, but as one of the 
methods of transportation. And 
there’s no reason why the asso- 


ciation should not be successful | 
The Central Park affair, | 


in this. 
when the center drive will be 
formally turned over to. the 
wheelmen, is set for Apr. 2, and I 
imagine that many of my old 
colleagues will participate in the 
ceremony. 
* * * 

NATURALLY the automobile 
industry cannot but help feel a 
friendly feeling for the bicycle 
business, for the latter really was 
the tiny acorn from which sprung 
the giant oak which is symbolic 
of the motor car industry as of 
today. 

So it is mebbe interesting to re- 
cite the progress that has been 
made in the bicycle comeback. As 
I get it through L. N. Southmayd 


of the Cycle Trades of America, | 
there are now 32 factories making | 


parts and accessories for the bi- 
cycle manufacturers—10 of them 
—and the annual output of bi- 
cycles approaches nearly three- 
quarters of a million units, 
whereas in the palmy days the 
count was around a million. But 
it is proof of a comeback. 
* * * 

MY FIRST BICYCLE, bought 

in 1888, cost me $125. It was a 


solid-tired Rambler, a convertible | 


so you could remove the top bar 
of the frame so the girl friend 
could ride it, too. Nowadays you 
can buy the best wheel on the 


market for $20 or $25 and you | 
can doll it up with electric lights, | 
electric horns and other electric | 


gadgets—-sorta like buying acces- 


sories for your car that don’t | 


come as standard equipment, And 


| about 8 per cent of the present- 


day output is bought for women 
riders. 


Elect New Officials 

SEATTLE, Wash.—A. S. Eldridge 
has been re-elected president of the 
Washington Automotive Trades 
Assn.; Fred B. 
first vice-president; H. 
Majer, Spokane, second vice-presi- 
dent; Ross Lynch, Yakima, third 
vice-president; W. P. Culbertson, 
Seattle, secretary-treasurer, and 
Carl R. Huessy of Seattle, executive 
secretary. 


Walker of Tacoma, | 
Ernest} 


THE MUSIC GOES 


the car. 


"ROUND and 
Hodgson (right), author of the song, came out of a Pontiac showroom 
where he had invested part of the song’s earnings. Mrs. Hodgson is 
looking on as C. A. Carlson, Chicago dealer, tells Hodgson about 


Tn neat 


‘round, and W. H. “Red” 








WICHITA, Kan.— The bonus, 
fear of inflation, a change in 
mental attitude and a renewal of 
confidence with the coming of 
spring, rather than a marked 
change in the economic situation, 
| are among the reasons assigned 
by automobile dealers for the in- 
crease in both new and used car 
sales during the first two and 
| one-half months of 1936, as com- 
| pared to a similar period a year 
ago. 

A number of dealers believe 
| 1936 will be the “biggest selling 
year” since 1929, when automo- 
bile sales reached their peak. 

The dealers are in an optimistic 
frame of mind and are hopeful 
of increased business during the 
next three months, which will be 
| more fruitful when and if a gen- 
eral rain falls over southern 
Kansas and northern Oklahoma. 
Crop conditions, despite a dearth 
of moisture, are fair in the 
Wichita trade territory, but the 
dust storms continue to be an 
omnipresent menace to. crops, 
which, in turn, will reflect on car 
sales. 

“Many persons are buying both 
new and used cars on. the 
strength of the soldier bonus,” 
said Lester J. Kurt, sales man- 
ager for the Mosbacher Motor 
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Kansas Dealers Foresee 


Improved Selling Year 


Co., distributor of Hudsons and 
Terraplanes. “It looks to me like 
the biggest selling year since 
1929.” 

“We have sold far more new 
cars this year than last,” said Ber- 
nard Gridley, sales manager for 
the Gridley Motor Co., Pontiac 
distributor, “and our used car 
sales have doubled.” 

A majority of the dealers re- 
port heavier inventories than last 
year, both in new and used cars. 
More used cars in stock indicate 
a large number of trade-ins for 


new cars. A large stock of new | 


models are on the sales floors 
to care for the increased demand. 
R. D. McKay, head of the Mc- 
Kay Motor Co., Chrysler and 
Plymouth, reports a substantial 
increase in new car sales. 
“Return of warmer weather has 
made itself felt 
new cars,” said Ted Wilson, 


sales manager for the Price Auto| 
Ford distributor. | 


Service Co., 
“The cold spell put a damper on 


in the sale of | 


ELMER LE ELC SOLD EE RNS IIT RE RENT ARETE NEE CRN NIST Or NN eS 


Plymouth, believes the public is 
back in the old 1929 spirit. 

W. H. Ferguson, of the Fergu- 
son-Olander Motor Co., Ford and 
Lincoln-Zephyr distributors, re- 
ports a marked increase in the 
sales of new and used cars this 
year. Business, he _ reports, is 
picking up all along the line and 
he is hopeful for greater sales 
during the spring months. 

“We have delivered more new 
cars during the first two months 
of 1936 than we did in the same 
period last year,” said C. L. Kane, 
sales manager for the Hobbs 
Chevrolet Co. “There are more 
people buying now than has been 
the case in several years.” 

Kane pointed out that used car 
sales are in direct proportion to 
the big gain made in the sale of 
new machines. He reports the 
volume of sales is nearing the 
peak of 1929. 

“The volume of sales of new 
cars for the past two and one- 
half months has been much 
greater than for the same period 
last year,” said J. Arch Butts, 
distributor for Buick, Oldsmobile, 
Cadillac and LaSalle cars, “and 
the outlook is favorable for in- 
creased business for the remain- 
der of the year.” 


Dealers Visit Chrysler 

DETROIT. — Approximately 100 
Chrysler dealers and _ distributors 
from the Kansas City section ar- 
rived here this week, headed by J. 
T. Condon, president of the Chrysler 
Kansas City Co., factory branch. 

The visitors came by a special all- 
pullman train. They spent Tuesday 
visiting the Plymouth plant, Chrys- 
ler plant, Chrysler engineering build- 
ing, and Chrysler parts department. 
In the evening they attended dinner 
at the Detroit-Leland hotel, with J. 
E. Fields, president of the Chrysler 
sales division presiding. 


AN 
INVITATION 
| TO 
Profit-Seeking 
DEALERS 





sales for a time, but we now are | 


enjoying a wonderful 
“Prospects 


business. | 
look very encour- | 


aging for the remainder of the | 


spring months,” he continued. 
Harry Lilly, sales manager for 

the Carl Evans Motor Co., dis- 

tributor of Dodge, De Soto and 
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@ Safe driving is a nation-wide topic of 
interest to everyone, creating a widespread 
demand for better road illumination after 
dark. Few realize that the ratio of fatal 
accidents to total accidents occurring during 
| dusk and darkness, is 92% greater than for 
| daytime accidents. A reasonable rate of 
speed for daytime may be dangerous at night 
without the proper lighting equipment. 


The Lorraine Fog Light has been developed 
and designed to meet the most hazardous 
driving conditions, and is effective in fog, 
snow or on wet pavements. It is a pleasure 
to drive behind a pair of Lorraine Fog 
Lights, and every user becomes a booster. 
Model 45 is all chrome plated, listing at 
$8.50. Model 47 is black enamel with 
chrome rim, listing at $6.00. Large, heavy 
bracket fits all model cars, buses and trucks. 
Long metal shielder wire and attractive in- 
strument panel switch included. 


The Appleton Electric Company, manufac- 
turers of Lorraine, the finest driving light in 
the world, now offer a complete line of 
auxiliary lights, representing good profits to 
our dealers. An attractive catalog is sup- 
plied om request, together with the name 
of the wholesale distributor serving your 
territory. 


APPLETON ELECTRIC COMPANY 
(AUTOMOTIVE DIVISION) 
1753 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 








First Quarter Motor Dividends 80% Above 193 


Declarations 
In March Gain 


66.5% Over 1935) 


By C. J. ALEXANDER 
NEW YORK. 
dividends by automotive 
panies in March, an off-period, 
called for the payment to stock- 


holders of $5,410,000, as against | 


$31,900,000 in February, and 
$3,250,000 in March of last year. 


This was an increase of 66.5 per | 


cent over a year ago, as against 
the increase of 85 per cent in 
February. 


this year, 
aggregated $40 805,000, comparing 
with $22,652,000 in the like pe- 
riod of 1935, an increase of 80 per 
cent. 

Parts Companies Lead 
clared dividends in March call- 
ing for the 
$160,000, as against 
year ago, a decline of 86 per 
cent. 
however, declarations 
companies amounted to $30,840,- 
000, comparing with $15,157,000 in 
the like period of last year, an 
increase of 103 per cent. 

Parts and accessory corpora- 
tions in March declared more in 
dividends than the car and truck 


companies, with a total of $5,250,- | 


000, as against $3,075,000 a year 
ago, an increase of 70.6 per cent. 
For the first three months, declar- 
ations by the parts and accessory 


companies aggregated $9,965,000, | 
comparing with $7,495,000 in the | 


like 1935 period, an increase of 
33 per cent. 


Among recent declarations were 





Jan. Casing Shipments 


Down From December | 
Shipments of | 


NEW YORK. 
pneumatic casings during Janu- 
ary, 1936, are estimated to be 3,- 
874,764 units, 
per cent under December, 
and 5.8 per cent over shipments 
made in January, 1935, accord- 
ing to the Rubber Manufacturers 
Assn., Inc. 


is 4,578,710 casings, an increase 
of 13 per cent over December, 
1935, but 1 per cent below Janu- 
ary, 1935. 


of manufacturers Jan. 31, 
are estimated to be 8,918,177 units, 


an increase of 8.8 per cent above | 


the stocks on hand Dec. 31, 1935, 


and 14.2 per cent below stocks 


on hand Jan. 31, 1935. 


Employment Stabilized 


Michigan Survey Shows 
LANSING, Mich.—Attempts to 


stabilize the automobile industry | 
in Michigan by spreading em- | 
the year | 


ployment throughout 
have been highly successful, ac- 


cording to Frank F. Ford, chair- | 


man of the department of labor 


and industry, following a survey 


of employment. 


In 1934 the number of employes | 
declined substantially during Sep- | 


tember, October, and November, 
while there has been little varia- 
tion in 1935 and 1936. 


According to the survey, as- 


sembling plants in Pontiac, Flint, | 


Detroit and Lansing, have been 
working steadily, as have found- 


ries in Saginaw, Bay City and | 
making automo- | 


Muskegon, all 
bile castings. 
Payrolls_ in 


automobile and 


auto parts factories of the state | 


recorded a new low of $3,128,281 
in October, 


below $5,555,535 in July, 1935; and 
soared to a peak of $8,594,343 in 
December of last year. 

The amount of wages in Oc- 
tober, 1935, was more than double 
that of the corresponding month 
in 1934, and showed a substantial 
increase during November, De- 
cember and January. 


Declarations of | 
com- | 


| declaration 
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| those of Briggs Mfg., Square D 
Co. and National Automotive 
Fibres, Inc. Square D declared a 
| dividend of two shares of common 
“B” for each share of common 
“B” held, payable Apr. 9 to stock- 
holders of record Apr. 1. National 
Automotive Fibres declared a 
dividend of 37% cents a share on 
the Class “A” stock, payable May 
1 to stock of record Apr. 10. This 
latter company declared 25 cents, 
plus extras of 12% cents, in the 
two preceding quarters, the new 
representing an in- 





payment of only | 
$175,000 a} 


For the first three months, | 
by these | 


a decrease of 6.7} 
1935, | 


Estimated production of pneu- | pleted by June a 


matic casings for January, 1936, | 


Pneumatic casings in the hands 
1936, | 


in 1934, but during | 
the past eight months the aver- | 
age weekly wage has not fallen | 


crease in the regular payment. 
Briggs declared the regular quar- 


| terly of 50 cents, payable Apr. 25 


For the first three months of to stock of record Apr. 10. 


dividend declarations | 


Price changes among automo- 
tive stocks in the past week were 
mixed. General Motors continued 
to show strength during most of 
the week and Chrysler, although 


| more erratic, staged several ral- 


Car and truck companies de- | lies. Selling broke out in some of 
| the parts and accessory stocks, 


it did not reach im- 
Trading gener- 


although 
portant volume. 
ally was lighter. 


General Motors Up 


Automotive Daily News stock 
price averages for Apr. 1 com- 
pared as follows with the preced- 
ing week and a year ago: 
This 
Week Week Change 
°47.75 $0.77 
*4 50, of 10.98 
0.10 


0.23 


Year 
Ago 
19.87 
20.37 
20.69 
12.70 


Last 


24 Motors 
10 Car-truck co's... 
10 Parts-accessories 4 
4 Tire-rubbers 2 
*Revised 


Led by General Motors, the pas- 
senger car and truck group 
reached a new high for this year 
and last. This was sufficient to 
bring the average price of the 24 
motor stocks to a new high. Parts 
and accessory and tire and rub- 
ber shares were slightly lower 
for the week, on the average, al- 
though some gains were estab- 
lished. General Motors reached 
a new high price for several 
years. 


Parts Firm Expands 


MUSKEGON, Mich—Standard 
Automotive Parts Co. has contracted 
for the construction of a foundry 
building which will more’ than 
double the capacity of present plant. 
Work on the new unit will be com- 








Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Apr. 3, 


among the motor stocks today. 
eral Motors made a new high at $70 and sagged slightly 
Chrysler ranged around $100. 
the other more active motor issues were Packard, Stude- 
baker, Hudson and Yellow Truck, in which price changes 


late in the day. 


were small. 


3:15 P.M.—Price trends were mixed 


In lighter trading Gen- 


Among 








Graham Planning 
Common Increase 


DETROIT. Stockholders of 
Graham-Paige Motors Corp., at 
the annual meeting in April, will 
be asked to increase the author- 
ized common shares of $1 par to 
3,500,000 from 2,500,000. Subse- 
quent to approval of this action 
600,000 shares will be offered to 
stockholders at $3 a share on the 
basis of one new share for each 
four held. 

The money will be needed to 
retire $600,000 in notes payable 
incurred in 1935, plus $400,000 in 
notes payable obtained since Dec. 
31, and to supply $800,000 addi- 
tional working capital. Principal 
stockholders are reported to have 
agreed to underwrite 400,000 of 
the shares to be offered. 





Kauffmann Is Elected 
Link-Belt President 


CHICAGO. — At the annual 
meeting Alfred Kauffmann was 
elected president of Link-Belt 
Co., succeeding George P. Tor- 
rence, resigned. 

Kauffmann has been for the 
past four years first vice-presi- 
dent in charge of the company’s 
Chicago plant operations. He 
was president of the company 
from 1924 to 1932, and has been} 





a director since 1922. 
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ELECTED. Charles S. Davis 
(left) has been re-elected presi- 
dent of Borg-Warner Corp., and 
Ray P. Johnson (right) was 
elected a director. Johnson is 
the son of the late R. P. Johnson, 
president of Warner Gear divis- 
ion and vice-president of Borg- 
Warner. 


Profit Up 
YOUNGSTOWN, O.— Indicating a 

substantial 1935 business improve- 

ment, the Youngstown Sheet and 


Tube Co.’s volume of sales in 1935 
shot up 37.4 per cent ahead of those 


of 1934, the company’s 36th annual | 


report shows. Net profit of $1,- 
597,520.78 for the year is reported 
against a loss of $2,665,118.90 in the 
previous year. 


Timken Profit 


CANTON, O.—Net profit of the 
Timken Roller Bearing Co. for 1935 
was $7,483,602.10, equal to $3.10 a 
share. Dividends of $3 a share to- 
taled $7,234,140 and $249,462.12 was 
added to surplus, bringing total sur- 
plus to $35,042,041. 
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All Borg-Warner 
Heads Re-elected 


CHICAGO.—Charles S. Davis, 
Chicago, was re-elected president 
of Borg-Warner Corp., and all 
other officers of. the company 
were renamed by the board of 
directors following the annual 
stockholders’ meeting. R. C. Ing- 
ersoll was elected vice-president 
to replace E. S. Ekstrom, who 
died during the past year. 


The stockholders re-elected all 
directors who have served dur- 
ing the past year. Philip D. 
Armour, of Chicago, and Ray P. 
Johnson, of Chicago, were elected 
to replace E. S. Ekstrom and F. 
L. Morse, who died during the 
past year. 


Davis presided at the meeting 
and reviewed the progress of the 
corporation and its many divis- 
ions. The stockholders attending 
the meeting made a unanimous 
vote of appreciation to the heads 
of the divisions for the excellent 
showing as reflected, in the 1935 
annual report. 


Wheeling Steel Mills 


Are Now at Capacity 


WHEELING, W. Va. The 
steel industry in the Wheeling 
district, idle since Mar. 17 by 
flood waters, prepared to swing 
into full capacity this week. 


The Yorkville plant of the 
Wheeling Steel Co. worked par- 
tially last week, although the 
town was isolated by water-cov- 
ered highways. 


The same company’s Martin’s 
Ferry plant on the Ohio side is 
working full capacity with 1,200 
men at work. Also in Martin’s 
Ferry, the Laughlin plant of the 
American Sheet and Tinplate Co. 
prepared to call 200 men back to 


| work by Wednesday. 


The Mingo Junction plant of 
the U. S. Steel Co. and the Steub- 
enville plants of Wheeling and 
Weirton Steel are scheduled to 
work full this week. They em- 
ploy about 5,000 men. 


The Weirton plant of Weirton 
Steel and the Beech Bottom 
works of Wheeling Steel have 
not been affected by the floods. 
Wheeling Mold and Foundry Co., 
here, started furnaces for the 
first time in four years to meet 
increased orders. 


Automatic Products 


CHICAGO.—-A 1935 net profit of 
$36,053.90, or approximately 21 
cents each of the then 175,000 out- 
standing shares, was announced by 
Automatic Products Corp. in the 
annual report of Vincent Bendix, 
chairman of the board. This profit 
was made after absorbing unusual 
expense incident to moving its air 
conditioning activities from Toledo 
to Chicago and after providing for 
federal taxes and the Permutit Co. 
minority stockholders’ interests. 


Pratt Industries 

FRANKFORT, N. Y.—Pratt Indus- 
tries, Inc., has taken over the en- 
tire business of the Pratt Chuck 
Co., this city, and will operate from 
the same offices and plant. Win- 
throp T. Scarritt is president and 
treasurer of the new organization; 
George Sicard, vice-president and 
director of sales; Alexander Pirnie, 
secretary. The company went into 
receivership in September, 1932, but 
has continued operations until the 
present reorganization. 


Pittsburgh Dividend 


PITTSBURGH.—A_ dividend of 
50 cents a share and a special pay- 
ment of $1 a share, both from 1936 
earnings, were declared by Pitts- 
burgh Plate Glass Co., payable Apr. 
1 to stockholders of record Mar. 10. 


Toledo Steel Expands 


TOLEDO.—Further expansion by 
the Toledo Steel Products Co. is 
planned. Joe Adams, sales man- 
ager, says a 25 per cent increase 
in floor space will be effected. 
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Says Spring Service Campaigns Bring Profits 


Should Advise Customers 


Need of Important Work 


DETROIT.—Dealers who active-| ing : 
ly promote special spring service 
campaigns, to restore motor cars 
to proper condition after the un- 
usually severe winter, stand to 
gain a nice increase in profit- 
able trade, C. W. Wood, national 
service director of the Chevrolet 
Motor Co., declares. 


“Dealers should make their cus- 
tomers realize that a spring clean- 
ing is a spring tonic for an auto- | 
mobile, giving it renewed life and | 
liveliness,” he said. “Many mo- 
torists neglect the spring clean- 
ing job, because they have not | 
been made to realize that it is| 
just as important as preparations 
for winter driving. The result is 
that their cars, and the engines 
especially, cannot perform 


“One of the most important 


operations when freezing weather | 


is no longer expected is a com- 
plete cleansing of the engine cool- 


Professor Sees 


Tear Drop Car 


As 1950 Model 


| pletely disconnected 


| tions 


at | 
maximum efficiency and economy. 





RICHMOND, Va. (UTPS). 
troducing the “Tear Drop,” the 
automobile of 1950, Dr. Charles L. 
Albright, professor of physics at 
the University of 
turned seer in the course of a 
lecture to predict an ultra-stream- 
lined, fast-moving, remarkably 
safe machine. 


“The car in the future 
have fenders, body lamps, 
racks and door handles all in 
a shape closely resembling a 
giant tear drop,” he said. The 
prophecy came at the conclusion 
of his lecture, which had to do 
with “Physics in the improve- 
ment of motor vehicles.” 

“Polarizing glass,” he continued, 
“will cut down the glare of sun- 
light and bright lamps. A new 
glass has just appeared on the 
market which does just this thing 
and shortly it will be put to 
actual use.” 


Dr. Albright’s peep into the fu- | 
ture came at the close of his| 
lecture, which was _ illustrated 
with lantern slides and apparatus 
with which he explained some | 
of the physical phenomena he} 


| 


described. | 


Dr. Albright said that full | 
streamlining has’ been applied 
only in part to the airplane and | 
less to the automobile. 


Bernouli’s principle—the ex- | 
planation of the uncanny force | 
which causes two fast-moving 
automobiles to sideswipe, despite 
the fact that both drivers had | 
allowed what seemed to be suf- 
ficient room for a safe passage- 
was illustrated with two tennis | 
balls. 


When the two automobiles came 
toward each other at a high rate 
of speed, the lecturer said, they | 
are “sucked” together when they | 
attempt to pass. 

“The reason is,” he explained, 
“that the air between travels at 
high speed, that on th2 outside 
at low speed with a difference | 
of pressure acting inward. This | 
has been the cause of many ac- | 
cidents.” 


will | 


| 
| 


Closing Out 


OMAHA, Neb. Nebraska’s last 
truck manufacturing stronghold has 
been stormed, and the Douglas 
Truck Mfg. Co., Omaha, closing 
out its manufacturing equipment 
after more than a decade of trying 
to turn out custom built trucks 
profitably in the face of keen com- 
petition in the Great Lakes manu- 
facturing area. The Omaha com- 
pany offering for sale all its 
trucks, truck parts and accessories, 
as well as machine and body shop 
equipment, 


is 


is 





In- 


Richmond, | 


tire | 


ing system, and the installation of | 
new rubber radiator connections 
in place of flabby ones. If these 
precautions are neglected, over- | 
heating is the penalty. After a| 
long winter, the radiator is likely | 
to be partly clogged with sludge | 
and scale, caused by the action | 
of anti-freeze solutions, and the | 
rubber radiator connections pos- | 
sibly have deteriorated sufficient- | 
ly to obstruct the circulation of 
water. 

“As soon as the weather war- | 
rants it, heater should be com- 
from the} 
cooling system. That is, the fit- | 
tings and valves and hose connec- | 
should be removed and | 


stored 
important, the heater itself should | 
be emptied, by removing the drain | 


| gallon 


carefully and, 


plug at the bottom. 

“Actually, the best thing one 
can do for one’s car in the spring 
is to have a complete tune-up of 
the engine, including a thorough 
overhauling of the entire cooling 
system, plus a change from win- 
ter to summer lubricants in the 
engine, transmission, and rear 
axle.” 


Gas Tax Collected 


FRANKFORT, Ky. 
of $711,971.53 from the 
gasoline tax during 
1936, were reported today by the 
state tax commission. The collec- 
tions were on 14,213,551 gallons of 
gasoline. The tax compared with 
collections of $700,225.13 in Janu 
ary, 1935, and $796,404.69 in De- 
cember, 1935. 


Collections 
five-cent-a- 
January, 


mney | Brown-Lipe-Chapin Plant 


| production 


Reopened After 5 Years 


SYRACUSE, N. Y.—Continued 
expansion in operations at the 
Brown-Lipe-Chapin plant of Gen- 
eral Motors Corp., recently re- 
opened, after a five-year shut- 
down, was forecast by Charles E. 
Wilson, vice-president of General 
Motors, following a visit to the 
plant this week. Wilson said: 

“The plant here has _ started 
with approximately 
250 employes and is now produc- 
ing lamps, hub caps and bumper 
guards. As time goes on we ex- 
pect to produce here other parts 
and accessories which can be 
made from stampings, die cast- 
ings and small screw machine 
parts, to be used principally in 
our assembly plants. We could 
hardly start up this large plant 


with 250 people and expect that | 


to be 
| will 


the limit. The operation 
hardly be a success unless 
our employment reaches figures 
much higher than that, in the 
next few years.” 


Warren, Holden Moved 
To Posts in Fabric Field 

NEW YORK.—C. Russell War- 
ren, formerly head of the Chicago 
branch of L. C. Chase Co., Inc., 
has been named sales manager 
for all Goodall-Sanford transpor- 
tation and home furnishing di- 
visions. He will make his head- 
quarters in New York. 

At the time, E. 


same Charles 


| Holden was appointed head of the 


Velmo furniture fabrics depart- 
ment of the Chase company. He 
will continue his work on trans- 
portation fabrics in addition to 
his new duties. 


PLUS PROFIT 


for car dealers! 


SENSATIONAL PERFORMANCE 
OF NEW SUPER -TIRE 


@ Helps You Sell More Cars 


U.S. Royal Masters with Centipede Grip bring an 
added measure of safety, comfort, and ease-of- 
control to fine car performance! Their positive, 
De-Skidded traction, their silent, smooth-flowing 
ride, their immediate response to the lightest 
touch on the wheel make them the ideal tires for 
new car demonstrations. They'll give your cars 


ubber> 


the super-performance that makes quicker sales, 


and more sales—resulting in plus car profits. 


© Helps You to Plus Tire Profits 


The buyer of a new car demonstrated on Royal 
Masters will most certainly want his car equipped 
with these new super-tires. And he’!l be willing to 
pay the premium price for their superior perform- 


ance. Again, for the car dealer... 


plus profits! 


Write or wire today for the complete story. 
United States Rubber Products, Inc., 1790 
Broadway, New York City, N. Y. 


THE NEW 





W. W. TISON 
Rogers & Tison * 
El Centro, Calif. 


For details about this Triple-Profit 
Dealership, write—in confidence, of 
course, to A. vanDerZee, General Sales 
Manager, Dodge Division of Chrysler 
Corporation, Detroit, Michigan. 


DODGE wo PLYMOUTH CARS - DODGE TRUCKS - st" 





